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cely soles 


HERE’S THE DIFFERENCE 


How many shoes have you sold that looked worn after a day or two? Probably 
a good many. But now, with COMPO Welded Welts, you needn't expect your 
customers to pare an ugly rind off the soles — because that rind, called a channel, 
has been eliminated. Never anything but a false face for stitches, the channel has 
become as unnecessary as a button hook. When you sell COMPO Shoes you know 
they will wear smoothly and evenly, with never a sign of wear and tear around 
the edges. In whatever grade you buy them, you will find them trimmer, lighter 
smoother and more flexible than any other type of shoe. COMPO Welded Welts 
are found in many of the best lines of men’s and women’s shoes; more and 
more are being sold by the country’s 
smartest retailers. 
Compo Shoe Machinery Corporation 
150 Causeway Street, Boston, Mass. 


More Compo shoes are being made 
every season. September was the 
biggest month in Compo history. 


A trim, tailored arch stands up : Fitting better, they adapt themselves 
under the hardest wear. WELDED WELTS to hg si of the foot. 


THE GREAT ADVANTAGES OF CEMENTED SHOES ARE OUE ENTIRELY TO COMPO ENGINEERING 


When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the 


6638 USINESS in the nation spurts 
forward,” is the conclusion of the 
survey made by the New York 
Times, indicating that virtually all 
important trade indexes are rapidly 
approaching the 1929 level. The 
New York Times says: 


BST ONE ITSY @ 
Y CARLOAD 


Don't 
DER 
One 





“The demand has been so heavy 
that actual shortages have de- 
veloped in a number of lines; prep- 
arations for an exceptional holiday 
trade have swamped manufacturers; 
and industrial buyers have been 
forced to beg producers of raw ma- 
terial for immediate shipment of 
wanted products. 

“Delivery difficulties, unmatched 
since the boom days of the late 
Twenties, confront industrial 
buyers, who find themselves oper- 
ating again in a ‘sellers’ market.’ 
With purchasing executives on the 
road attempting to speed up ship- 
ments of needed raw materials, key 
purchasing men of the country are 
convinced ‘that businéss is good, is 
due to make further gains and that 
there is nothing in the offing which 
would cause a set-back.’ 


* * * 


WILLIAM HATTON, founder of 
the Eagle-Ottawa Company, Grand 


Haven, Mich., was 72 years old in 
October and the local press heaped 
praise on him for his leadership 
in Grand Haven affairs, and added 
a few words for his leather which 
is used in many places for many 


purposes.” 
* * * 


U.j S. QUARTERMASTER at Bos- 


ton is called for bids for making 


‘ 133,524 pairs of army shoes of the 


B-1 type, which have leather mid- 
soles and rubber heels; and also 
for making 182,256 pairs of army 
shoes of the E-1 type, or the kind 
with corded rubber soles and rub- 
ber heels. Bids are to be opened 
Nov. 9. 


* * * 


*6SHOE SQUEAKS,” the bulletin 
of the Shoe Club, Inc., of New 


York, is a two-page, friendly tie 
between members of this alert or- 
ganization, with headquarters at 
the Hotel McAlpin, New York City. 

Under FINDINGS appears: 
“During the war, Ray Nieditz was 
stationed near the bridge from San 
Sebastian into France. He claims 
the Royalists fleeing through this 
area makes him think of the song. 


Page 15 
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TRADE 


‘Tm Putting All My Basques In 
One Exit.’” 


* * * 


DESIGNER STIEBEL of the Pen- 
nant Shoe Company of St. Louis, 





“Once again, on entering another 
styling season, I find myself croon- 
ing the blues over the lack of knowl- 
edge of color in shoes. The whole- 
sale slaughter of the goose, or 
geese, if you will, that lays golden 
eggs, is on. 

“As you know, this color prob- 
lem is something: of a mania with 
me. Having worked with it since 
cradle days, it-would -be. But be 
that as it may, there is a wide open 
market for an authentic color edu- 
cation program in the shoe ‘in:” 
dustry. 

“The tanners and eastern stylists 
tell us that such and such a com- 
bination of colors will be good, 
but to what extent, and in what 
proportion, is a thought on which 
no word has been spoken. As a 
result, we see some extremely bad 
usages of this blessing, and the 
buyer says ‘No.’ If he doesn’t, the 
customer does—and off goes the 
extra pairs that the manufacturer 





and the retailer are constantly in 
search of. 

“Let us all study the mysteries of 
color, so that we all might exploit 
the advantages of this media to the 
mutual benefit of the entire indus- 
try to the end that we might, one 
day, use color, rather than swim— 
and Heaven, forbid, drown in it.” 

ca * * 


S. J. BROUWER of Milwaukee, 
spoke at a high school recently to 
over a thousand students. He said: 

“I watched them march in with 
their bright faces and saw on their 
feet that which made me sick at 
heart. The tremendous tale of 
misery that will be written in fu- 
ture years because of the misfits, 
from the mechanical standpoint, 
that were on those high school stu- 
dents’ feet! 

“When my talk was over, they 
just crowded around me, question- 
ing about why their feet hurt, and 
all it needed was half an eye to see 
the terrible misfits that caused the 
hurt to these feet, and, of course, 
there was no time to find out about 
the reflexes from the feet to the dis- 
tant areas of the body, that do 
greater damage from the hips up. 

“There is an intricate inter-rela- 
tionship between the abuses of the 
foot from the mechanical stand- 
point and of wrong-shaped shoes 
ON THE INSIDE.” 


——————— 


fellCilnuall 





A PERFUMER of Paris has pro- 
duced a perfume that has the aroma 
of old and precious leathers. The 
price is $10.00 a bottle. Does the 
scent of the perfume warrant the 
shoe retailer to sell a few bottles 
of the leather smell—for a profit? 
Remember the pleasant odor of 
real Russia leather with its birch 
oil tannage? Many a man keeps a 
piece of the leather in his dresser 
drawer because he enjoys the scent. 


* * * 


FRANK SCHMITT, on Oct. 29, 
celebrated his fiftieth years as sales- 
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TIME MARCHES ON 
DRE 




















—Very few of us U.S. A.-ers regard 
the automobile, the radio, the 
bathtub, or the vacuum cleaner as 
luxuries. 

—But to our grandparents they 
would have seemed like flashes 
from Aladdin's lamp. 

—Luxuries of today become the 
necessities of tomorrow for our 
requirements for living are always 
on the “up and up." 

—One hundred years ago the aver- 
age person had about 52 wants, 
of which 16 were regarded as 
necessities. 

—Today, the wants number 484 on 
the average — of which 94 are 
looked upon as necessities. 

—So reports the First National Bank 
of Boston in its recent market 
letter. 

—Grandmother wore her serge 
Congress boots for years — now 
her granddaughter has a dozen or 
so pairs each year. 

—Wants increase, luxuries multiply, 
and shoe merchandising goes on 
apace. 


Doce 6 Tre 


President 





man in the store of Philip Bender 
at 245 Grand Street, Brooklyn, 
N. Y. This is, perhaps, a record of 
retailing, for it was Mr. Schmitt’s 
one and only job. 

Through the years he has en- 
joyed good health, good sales and 
good customer contacts; and at the 
age of 62, he has every expectation 
of celebrating his diamond jubilee 
in the shoe store. 

Good luck to him! 


POPULATION of the United 
States was estimated at 128,429,000 
as of July 1, in the preliminary 
Census Bureau estimate for the year 
1936, made public last week. The 
increase over the estimated popu- 
lation last year was 908,000, about 


the same as the increase between 
1934 and 1935. The main cause 
of the increase was the excess of 
birth over deaths, the net immigra- 
tion for the year ending July 1 
being only about 8000. 


* * * 


ENTERCHANGE of experiences is 
a great thing in any business. Per- 
haps it exists more in shoes than 
in any other field. Scarcely an 
issue goes by but what we receive 
comments from writers of articles 
and requests for further informa- 
tion thereon. Not only do we get 
them, but the authors or the men 
written about enjoy the same ex- 
perience. 

Orville Romig of Danville, IIl., 
has been a contributor through the 
years and has proven a most valu- 
able contact with merchants and 
their experiences as presented on 
the printed page. 

An experience put on paper is 
subject to the use, amendment or 
improvement of the same subject by 
somebody else. The ideas expressed 
on paper are scattered like seed 
the country over, to fertilize and 
profitize other merchant’s busi- 
nesses. For example, Mr. Romig 
tells us that the recent article: “Ex- 
perience Wins the Game,” telling 
the story of F. A. Fail’s experience, 
resulted in the receipt by him of a 
number of letters on details and 
methods of operating and promot- 





ing business. Mr. Fail told Mr. 
Romig that while he knew the Boot 
AND SHOE REcORDER was the most 
widely read paper in the business 
journal field, he never dreamed 
that subscribers gave it the immedi- 
ate attention that they did. Most of 
these friendly letters reached him 
on Wednesday morning, following 
the date of publication. One in par- 
ticular, from the tip end of Florida, 
indicated the speed and certainty 
of interest. 
Another example of the inter- 
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change of friendships was voiced 
by Harold Williams of the Tailored 
Women on Fifth Avenue. He re- 
ceived a letter from a merchant 
abroad, asking Mr. Williams to se- 
lect and buy a line of shoes for 
European sale at retail, the mer- 
chant abroad having enough con- 
fidence in the ability and friend- 
ship of the American merchant to 
take the order, sight unseen. 


S6WVELCOME Salesmen! 

Some folks don’t like a salesman’s 
gall 

And freeze up tight whene’er they 
call; 

Their chatter seems to them a bore; 

They’d like to boot them out the 
door. 

But I will always gladly see 

The man who wants to call on me. 

There’s Jimmy Briggs, a swanky 
chap 

Who gives my back a healthy slap, 

Then swings into a shady tale 

And some of them are rather stale. 

He’s tried a dozen times or more 

To get his product in my store, 

But with my line I’m satisfied, 

Though others I have often tried. 

Still Briggs is always welcome here. 

His very presence seems to cheer 

My jaded spirits when I’m blue— 

He’s taught me many new things, 
too. : 

Who knows—if Briggs keeps com- 
in’ back, 

He'll add my order to his stack. 

There’s also friendly Edgar Hicks. 

Who is a wow on politics. 

He always pops up big as life 

And asks about my kids and wife. 

Another salesman—Roger Cain— 

Can diagnose each ache and pain. 

I’m always glad to see this lad, 

Especially when my gout is bad. 

A chipper guy is Kendall Swope, 

Who gives me all the football dope. 

To me he’ll never be forgotten, 

Although his darned cigars are 
rotten. 

And so the salesmen come and go, 


Their multitude of wares to show; 

Each one a master in his way, 

With something kind and new to 
say. 

That’s why I treat them as I do; 

I’m in the selling business too.” 


Emit J. Buacky. 


* * * 


J. GORDON McNEIL of Thayer 


McNeil’s, Boston, to indicate the 


*scope of service of his retail insti- 


tution, says: 

“A drastic change has taken place 
at our Temple Place store—one that 
is designed to greatly improve our 
service to customers. We've com- 
pletely rearranged the women’s 
merchandise on our first and second 
floors! Henceforth, all ‘Plastic’ 
‘Safe-T-Arch’ shoes (Thayer Mc- 
Neil’s own trade names) and bou- 
doir slippers will be found on the 
second floor—all other shoes, in- 
cluding evening slippers, on the 
first! One result of this transform- 
ation has -een the creation, on the 
second floor, of a department that 
is outstanding in the service it 
offers, both to those who require 
scientifically designed shoes to cor- 
rect foot ailments, and to the even 
greater number who have dis- 
covered that our smart modified 
‘Plastics’ solve the problem of 





‘keeping healthy feet healthy and 
stylish.’ ” 


* * * 


ALBERT HARING, Associate Pro- 
fessor of Economics at Lehigh Uni- 
versity, says: 

“The day of unlimited competi- 
tion has long been over. Special 
discounts or advertising allowances, 
and unlimited retail price-cutting 
have demonstrable evils. The pas- 
sage of sane laws to cover these 
evils is the surest way to protect 
retailing and the manufacture of 
consumer goods from a smother- 
ing wave of restrictive legislation.” 


* * * 


A FOOTBALL of grain side leather 
weighs 15 ounces, which is slightly 
more than the weight of a pair of 
ladies’ novelty shoes. So the sport’s 
scout informs us, and he adds that 
it’s of that weight when inflated. 

An ordinary pair of shoes weighs 
a pound, more or less, on the scales 
all by itself. But put a man, or a 
woman into them, and they weigh 
160 pounds, more or less. 

It’s elementary physics. The 
practical point is that it is oft de- 
sirable to fit a shoe to the weight 
of the wearer, as well as to the size 
of the foot. 





"Ll want a pair like these in brown—to match my new horse." 





Cesar Romero and Lveis Gilbert 
—Universal Pictures 






> eR REPASER Beets of is 


NEW SANDALS 
FOR SOUTHERN 
SUNSHINE SEASON 





Their present popularity at FASHION has taken a running dive 
into a pool of color and brought up 

Palm Springs suggests acom- many, many smart things at Palm 
Springs this Fall. 

ing country-wide acceptance. Pastel linens and pastel woolens 
in women’s sports clothes were safely 
anticipated, but the current vogue for 
coats and skirts of soft pastel suede 
kidskin, all beautifully tailored, is 
the surprise of the season. Little 
suede kid jackets, velvety in finish 
and high in color, are seen every- 
where. 

Shoes for these pastel costumes are 
either all-white in smooth or sueded 
leathers or one of a number of colors 
in light-weight kid or calf suede. 
Three outstanding colors noted in 
order of their importance were white, 
bright blue and bright red. For the 

"3 iy Fe ae most part, they were either practi- 
| A . Ve sf cally solid colors with just a touch 
. g of color accent, or decidedly daring 

color contrasts. 

In addition to the sueded leathers 
as noted, white kid is seen in many 
interesting shoes. Materials of the 
ratine family are good. This rough 
woven linen is high style in dress 

[TURN TO PAGE 51, PLEASE] 
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New and artistic window interior: 

have been installed in the "Knight 

Shoe Company store at Portland, Ore. 

Note the effective use of Venetian 

blinds in place of the customary 
valance. 


SELLING STYLE TO THE MAN 


EMPROVEMENT in the tone of men’s shoe business 
in all grades and types of stores is being generally re- 
flected in better advertising and more attractive dis- 
plays of men’s shoes. Retailers this season have a little 
more money to spend on advertising and the improve- 
ment of their windows. They realize that competition 
of the department stores and the big chains and spe- 
cialty stores is a challenge to their ability to adver- 
tise and display their merchandise attractively enough 


“Check Your Shoe 
Wardrobe” is the cap- 
nee ee 
window by J. J. 
Schroeder, Kansas 
City, a display de- 
sence acca 


Instead of massed displays that show multi- 

tudes of shoes and tend to confuse the minds 

of eustomers, many successful men’s shoe 

merchants are giving more attention to 

backgrounds and accessories to suggest the 
use of the merchandise. 





BOOT AND SHOE RECORDER, November 7, 1936 


to command the favorable attention of customers. If 
they are fortunate enough to see a possibility of sub- 
stantial profits, they recognize the wisdom of plowing 
some of these profits back into the good will of the 
business in stead of holding them all for the inevitable 
tax collector. And so we are witnessing a definite and 
rather general improvement in the quality of retail 
shoe promotion, including both ads and windows. 
This improvement was long overdue, particularly 
in so far as it applies to the men’s shoe business. For 
some years we have been witnessing the evolution of a 
new type of shoe window, which, for want of a more 
descriptive title, we have frequently referred to as 
the dramatized display. By this is meant the type of 
window that shows, not merely shoes as such, but 
shoes in relation to the apparel, activities and interests 
of people. This sort of window has made great prog- 
ress in stores selling women’s shoes, including both 
department stores and the better grade of specialty 


An interesting window by Saks Fifth 

Avenue, New York, featuring pigskin 

shoes from a style angle and suggest- 
ing their place in the costume. 


shoe stores. It has been adopted almost universally 
by better chains specializing in women’s footwear. 
Men’s shoe stores, as a class, have not been so 
enterprising or energetic in their efforts to show shoes 
attractively to the consumer. Perhaps they have been 
a little too much inélined to ultra conservatism in 
their promotion policies. That sort of conservatism 
has for years been one of the handicaps of the men’s 
shoe business, but now there are encouraging signs 
that, in the case of many stores, it is giving way to a 
growing realization that something new, something dif- 
ferent and something bordering on the spectacular may 
be needed if men are to be made more conscious of 
what a vitally important part shoes play in their lives, 
their activities and the good appearance that often 
spells success. 
This week we show four striking men’s shoe win- 
dows that illustrate this new trend toward better, 
[TURN TO PAGE 40, PLEASE ] 


Dalsimer of Philadel- 
phia stresses “Shoes 
for the Occasion” in 
a clever and effective 
way, showing costumes 
as well as footwear for 
campus, sports, town 
and formal wear. 
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Southward Bound 









IN colors, Coronation Red (Crimson) and Coronation 
Blue (Flag) strongly featured for accents and print patterns. 

A prominent sports house (David Crystal) features these 
two colors for linen trimmings on white silk sports dresses. 
Bright sandals in Coronation colors indicated. 

Warm, rusts also strong. Indicating continued demand 
for white shoes trimmed in rust. Color is rosier, less 
orange than last year’s choice—more on Chaudron type. 

Soft pastels again shown, often accented with old, con- 
trasting shades. 

Prints very important for sports as well as afternoon and 
evening. Very strong colors and bold patterns on white 
grounds, calling for both white and colored shoes. 

In beach wear, the new note of black stressed in our 
Hollywood show at the Styles Conference, is developing in 
the New York Market. Beach coats in black-and-white or 
black and color prints, black bathing suits. Strong possi- 
bility black beach sandals as a high style note. 

Skirts remain short. Some still widely flared. Tendency 
in better houses to less exaggerated fullness. 

Culottes, shorts, rompers (short bloomers) and slacks 
all shown for play wear. Plus fours still limited. Wide 
variety of play clothes a strong indication for swagger, in- 
formal sandals. 



























by 
RUTH 


HARRINGTON 











The shoes pictured 


Left to right, top to bottom:— 
Tailleur shoe swagger san- 
dal from Schwartz and Ben- 
jamin. §S or pump and 
“British Walker” sport oxford 
from J. P. Smith. Mulzi-color 
sandal (patent pending) and 
high front tie from the Valley 
Shoe Company. 










BOOT AND SHOE RECORDER, November 7, 1936 


SUPPOSE you had a customer who wanted to buy a 
whole Southern shoe wardrobe at one clip. No, they 
don’t come like that often, but maybe she won on the 
sweepstakes. If you sold her these six shoes, she'd 
make out very nicely. She would be well shod for 
every occasion on ship or shore. And she would be 
right out front in her fashions. 

Consider these six shoes in turn and the reasons be- 
hind their selection. Put them all together and they 
sum up the highlights of the mid-Winter. resort 
season of 1936-7. 

First the oxford, in our top porthole. This is the 
shoe she needs to step on a train or up a gangplank. 
It’s the tailored shoe with that lighter, daintier look 
that marks a new season. Everything in clothes is 
softer. Even suits and tweeds are more feminine in 
cut and detail. The D’Orsay line, the little relieving 
touch of trimming on this shoe is significant of this 
trend. As for color, it’s a rust shade, a little softer 
and redder than last Spring’s tans. In tailleur shoes, 
nothing is smarter than this rusty color. 

Next the swagger sandal. From all reports this is 
the most important shoe type in the whole outfit. Last 
Summer sandal sales kept mounting, and all the style 
makers are prepared for a tremendous swagger sandal 
season. Women will live in them—with culottes, with 
shorts, with dresses, with sports suits, with everything. 
Sandals with high, low and medium heels. 

In details, this shoe is significant: Toe open at tip, 
high front, open sides, oversize perforations. 


Page 23 


We show this shoe in basic white, but colored san- 
dals will be strongly in the picture, too. Bright 
Coronation colors particularly, stressing blue and 
reds. Colored sandals to contrast with white, neutrals 
or pastels and to accent the vivid prints that are being 
so strongly stressed in the new clothes collections. 

On to the sports oxford. This is the indispensable 
walking shoe, with a fresh treatment of the ghillie 
theme. The shawl tongue has yielded its place to such 
new details as this. Its use of rust tan with white is the 
preferred color scheme in combination shoes. 

The spectator sports shoe is a pump, because pumps 
are increasing in importance. This is again indicative 
of the trend towards more femininity in clothes and 
in shoes. This particular pump is unlined, with the 
punched through perforations contributing to its 
lighter, daintier appearance. 

Next, the little tie that fits in with dressier sports 
and afternoon clothes . . . a shoe cut high and then 
cut away. This is the type that lends itself to the 
more delicate shoe materials . kid, kid suede, 
patent leather, linen. It might be all white; it would 
be smarter in white with a touch of color. 

Finally to the late afternoon or informal evening 
slipper. A shoe like this that goes with a variety of 
costumes is a practical cruise choice, where luggage 
space is limited. And this black linen sandal, with 
its leaf design in various vivid shades, is one of the 
most interesting examples we’ve seen of the useful 
multi-colored shoes. The colored kid sandal is also a 
candidate for Palm Beach and cruise honors. 


Everything points to the tremendous importance of sandals. Volume whites 
will share honors with highlight promotions of Coronation Colors and rust- 


brown with white combinations, All shoes are lighter and more feminine. 





NO 
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SELLING 


Just Bundle-Wrapping 


A Pair of Shoes over the Counter, or a Pound of Cheese.... 


For Both Customers, the Same Kind of Store Service 


A YOUNG man came dashing out on the Main Street 
sidewalk, a satisfied expression on his face, and on 
his feet a new pair of white leatherette, leather-soled 
oxfords which he had just bought for a dollar and 
twenty-nine cents. He was the first of a line of young 
fellows who took every pair of these shoes offered 
this past Summer in an experiment intended to show 
whether or not that five-cents-to-a-dollar store could 
sell this grade of shoes for men. Moved by the suc- 
cess of the experiment, the store is now offering men’s 
Fall and Winter shoes at a dollar sixty-nine. This, 
they say, is only the beginning, for this particular 
chain, of an important merchandising development. 
With some other chains, it is already beyond the ex- 
perimental stage. 

Shoe men sleuthing around to try to find out what 
is happening to the low-price shoe business have 
seldom thought to seek clues in the five-and-ten-cent 
store. For who would think that this type of store 
would ever be competing with shoe stores and shoe 
sections of department stores? Yet the time has come 
for shoe retailers to check over the situation in their 
communities and evaluate this new competition. 

It is sometimes difficult to recognize a five-and-dime 
store nowadays. One must look carefully at the signs. 
Of two stores in the same block, both bearing the same 
famous chain store name, one may be a five-and-dime 
and the other a five-cents-to-a-dollar store. Besides, any 
one of the lesser price stores may be boosted into the 
higher price class almost over night. And rumors are 
abroad that one of the large chains of five-and-tens 
is shortly to be lifted in toto into dean class. 

But the significant fact for shoe retailers is that in 
neither of these sorts of stores is the top price limit 
strictly adhered to in footwear and other lines of mer- 
chandise. It could scarcely have been expected that 
they would have maintained their price policy as 
long as they have, when two factors are considered: 
First, the general monetary condition involving changes 
in price levels and variations in the purchasing power 
of the dollar; and second, the remarkable increase in 


by 0. K. JOHNSON 


the variety of articles for which persons with modest 
purses are now shopping. 

In the experience of one of these chains it is said that 
the first instance of lifting prices above the dollar limit 
was a radio tube which could not be sold for less than 
a dollar twenty-five. Other new things have appeared, 
until now it is not impossible to find in these stores 
items of merchandise priced as high as forty dollars. 
Definite price limits are so far outmoded that the lid 
is off, as it may previously have restricted footwear 
stocks, and this season shoes for men and women are 
being offered in some of these stores at four dollars 
the pair. In all this evolution, the management sees 
a great merchandising opportunity. 


THESE stores entered the footwear business first in 
a very small way, with a few pairs of children’s slip- 
pers priced “Fifteen Cents Each, Thirty Cents A Pair 
. . . Smaller Sizes, Twenty-Five Cents A Pair.” Then 
children’s shoes, first in the smaller and later in the 
larger sizes, were added, and the price jogged up a 
bit. Then appeared women’s slippers, pumps and ties, 
boys’ and men’s slippers and shoes, steadily blasting 
the upper price limit into smithereens. 

Now some of these stores are carrying practically as 
wide an assortment of styles as are shown by many 
specialty stores. Startlingly good values, on good 
lasts, well built, good looking, durable, are offered in 
children’s shoes at seventy-nine cents, a dollar, and a 
dollar twenty-nine, forty-nine, sixty-nine and ninety- 
eight cents—everything youngsters need for dress, 
school, play or general wear, including such special 
needs as patent leather pumps with metal plates at- 
tached for tap dancing, at a dollar, for sizes 814 to 2, 
and a dollar twenty-nine cents for sizes 24% to 7. 

Women may get anything from house slippers at 
twenty-nine cents and fancy boudoirs at fifty cents to 
a dollar, to street and afternoon pump and tie effects 
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Shoe men sleuthing around to try to find out what is happening 
to the low-price shoe business can discover some important clues 
in the five-and-ten-cent store 


at a dollar and swell lookers at a dollar ninety-eight— 
dress footwear in metallic effects and colored fabrics 
in many patterns, not omitting the new five-inch after- 
noon or evening shoe. Men may buy black and tan 
oxfords at a dollar sixty-nine and a dollar ninety- 
eight, and heavy, stocky workshoes for as little as a 
dollar sixty-six. 


THESE stores follow their own ideas in locating, ar- 
ranging and equipping their shoe sections. They gen- 
erally place them in the basement or on an upper floor. 
One manager says: “We gave our shoes a good loca- 
tion on the main floor for two years; then we moved 
them into the basement and found that they sell much 
better there.” The location is rather sure to be on an 
important aisle. Shoes are displayed on tops of tables 
and counters and hanging from racks. The size of the 
department varies according to the importance of shoes 
in the store’s merchandising plan. 

One store shows six hundred pairs of shoes on the 
top of a twenty-five foot hollow. counter, fastened to 
which are ten folding stools about the size of a lunch- 
eon plate where customers may find precarious seats 


if they wish. Another department, with tables lining 
one side of an aisle for eighty feet, is furnished with 
four opera chairs. A store which considers footwear 
unusually important keeps from four thousand to six 
thousand pairs of shoes in plain sight on table tops 
and hanging on a row of twenty-five racks, beyond 
which a long line of opera chairs furnishes seats for 
more than sixty persons at a time. 


THIS brings up the question of how much service 
customers in these stores demand. Generally very little 
service is required. With a lot of folk in the aisles, 
and few seats or none, there can’t be much fitting done. 
Customers pick out the sort of shoes they want, inquire 
about the size from the girl at the counter, hand her 
their money, and she wraps up the goods and hands 
them the packages. Often a customer leans against 
the counter, balances on one foot and slips a shoe on 
the other. Yet anywhere a girl will do this for her. 
Practically everywhere the salesgirls are taught how to 
put shoes on the feet. The higher the prices, the more 
likely customers are to want to try on the shoes. In 

[TURN TO PAGE 49, PLEASE] 
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The Ediilors Outlook 


ETERNAL VIGILANCE OF THE BUSINESS MAN 


BROTH the election and the depression are over. A 
new prosperity viewpoint for a nation. But let us not 
make the error of believing that eternal vigilance is 
unnecessary and that time and the calendar will solve 
all things and make a profit for business as well. 

It is true the hurly-burly of election is over, but it 
is still vitally essential for business men to keep their 
eye on all government bodies, all laws and all taxa- 
tion. We have a habit, in this country, of feeling so 
relieved when the political battle is over, that we 
taboo all discussion of subjects pertaining to govern- 
ment. It has become almost a truism that after elec- 
tion, the new officers have a honeymoon of eighteen 
months in which to do anything they please, in the 
belief that the mandate of the polls gives them that 
right. During these eighteen months, the energetic 
office-holders proceed to build up philosophies and 
opinions that become adamant with the passage of 
time. 

The business man, and particularly the retail mer- 
chant, cannot afford to let this traditional habit of 
non-interest in government matters continue—for the 
retail merchant and the business man is financially 
affected by the increased burden of the costs of gov- 
ernment. It is almost unbelievable that the retail shoe 
dealer, and every other dealer, should become a tax 
collector for not only sales taxes but a number of 


other tax laws—ranging from social security taxes.’ 


to luxury taxes on merchandise. The amount of extra 
bookkeeping made necessary by the involved tax 
projects may be not only a burden to the business but 
the difference between profit and loss to the individual 
business man. 

An example of the burden of sales-tax collection— 
in some cities, and statés, the nuisance factor in the 
collection from one-tenth of a cent to two cents per 
dollar on sales has resulted in the merchant’s ab- 
sorbing the tax rather than irritating the customer 
with the “small-change” item. But two per cent on 
total sales is often the total net profit of the business 
and if forgotten in the competitive fight for trade, it 
looms up at the end of the year as a profit handed 
over to government—with nothing for the proprietor 
and the stockholders. 

The social security tax set-up (with its one per cent 
from the individual employee, and one per cent from 
the business, and progressive increases in future years) , 
is another one of the hidden items that is lumped 
under overhead and forgotten until it, too, represents 
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the only margin of profit in the business. A clear 
picture as to the status of the salesman on commis- 
sion, who is nominally in business for himself but 
may be actually classified as an employee, is yet to 
be clarified. A salesman selling shoes at six per cent, 
out of which he pays travel and other expenses, must 
be classified correctly under the new laws or else there 
is no end to the bookkeeping problem of the near 
future. 

We see in the Robinson-Patman law a definite need 
for the eternal vigilance of merchants and business 
men, for as it now stands, we have in-the-making a 
‘new Supreme Court in the field of merchandise dis- 
tribution. The Federal Trade Commission, with its 
orders of “cease and desist” plus the penalty pro- 
visions of the Robinson-Patman law, has more power 
than the senior Supreme Court of the United States— 
for it, as a junior Supreme Court, can sit in judgment 
on complicated problems of retail trade that even 
Solomon, in all his wisdom, could not fairly adjudi- 
cate. Of course, there is always the safeguard of the 
courts, but that machinery is in itself not too efficient, 
and the burden of costs is so great that many a mer- 
chant and business man will accept the verdict even 
though he knows it may be contrary to the involved 
facts and factors in the case. 

Many states, counties, cities and towns have been 
given new powers by charter and referendum, increas- 
ing the personnel of government to such an extent that 
the state and local burden of taxation will be in- 
tolerable. The business man must retain his critical 
attitude towards all agencies of government to see that 
they are operated efficiently. Our pet peeve over the 
years has been to contrast the work period in govern- 
ment and in business. We have seen so many tens of 
thousands of clerks claim not only their thirty days 
vacation period but most of their thirty days sick 
leave; and contrast it to the two weeks or less vacation 
as given by business. We have seen the job-holder 
protected by political friendship and contrasted the 
little work done by that individual with the tremen- 
dous amount of physical, mental and surplus hours’ 
effort by employees of the postal department. Cer- 
tainly some efficiencies are to be expected, for if it 

[TURN TO PAGE 47, PLEASE] 
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THE MANUFACTURER TO PAY 


NEW “CUSTOM” 
HEEL BY 


INIT IK 13:02 


HE manufacturer pays more for this heel 
for only one reason. It pays HIM to do so! 


He knows it’s the finest, handsomest, longest-wearing heel he can put on 
his shoes. 

He knows that this heel helps his retailers sell — not only because of its fine 
features but also because it carries the public’s preference for “the greatest 
name in rubber.” 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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Display it at Newspaper Advertising and Display Contests 


at the National Shoe Fair Jan. 4-7 1937 


THE National Shoe Fair committee has approved the 
Newspaper and Window Display Contests as one of 
the first of the many educational features planned for 
the benefit of retail shoe merchants during the coming 
convention exposition, to be held in Chicago, Jan- 
uary 4, 5, 6, 7, 1937, under the joint sponsorship of 
The National Shoe Retailers Association and National 
Boot and Shoe Manufacturers Association. Eight 
Silver Cups will be awarded the winners. 

The committee, headed by Chairman Herbert N. 
Lape, invites all merchants operating independently- 
owned shoe stores to participate. It is the opinion of 
the Committee that the contests will attract nation- 
wide interest, which should produce sufficient entries 
to make possible a most comprehensive exhibit of 
both newspaper advertisements and window displays. 

The leading minds producing footwear advertising 
and window displays will match their skill in this 
unique exhibit. Merchants attending the Fair will have 
an excellent opportunity of studying the advertising 
and window displays of leading shoe stores every- 
where. For the retailer desiring to make his advertis- 
ing more forceful, more sales compelling, the exhibit 
will, undoubtedly, point the way for progressive per- 
fection. For the merchant eager to build window dis- 
plays that have “traffic stop” appeal, and persuasive 
sales punch, shoe windows from principal avenues in 
many cities will show the way. 

The Rules of the Contest have been made simple, 
permitting everyone: to enter. 

In the Newspaper Contest, four Silver Cups will be 
awarded. The stores in smaller communities will not 
compete with those located in thickly populated centers. 
A silver cup will be awarded for the best series of 
three newspaper advertisements in the following clas- 
sifications: Stores located im cities over one hundred 
thousand population—the three best advertisements 
of Women’s shoes and the three best advertisemeiits of 
Men’s shoes. Similar awards will be made to stores 
located in cities or towns under one hundred thousand 
population. There is no restriction upon size, but the 
ads must have been run in 1936. 

In the Window Display Contest, a silver cup will be 
awarded for the best window display in 1936, in each 
of the following classifications: Stores located in 
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Window Display Contest 
Prize silver cups for best window displays 


In city or town under 100,000 population—a silver cup 
for best window display 


In cities over 100,000 population—a silver cup for best 
display. 


Newspaper Ad Centest 


Four silver cups to be awarded 


Stores located in cities over 100,000 population— 


store submitting three best advertisements in wo- 
men’s shoes. 
Three best advertisements in men’s shoes. 

Stores located in cities or towns under 100,000 popula- 
tion 
Store submitting 

Three best advertisements in women’s shoes. 

Three best advertisements in men’s shoes. 


Contest closes December 15. 


THE ADS AND WINDOWS MUST HAVE BEEN 
RUN IN 1936 


cities over one hundred thousand population, the best 
window display featuring Women’s shoes. Similar 
awards will be made to stores in cities or towns under 
one hundred thousand population. All photographs 
must be mailed flat and not smaller than 8 x 10 inches. 
The best entries will be displayed during the National 
Shoe Fair. 

The judges of awards will be announced shortly. 
The decision of the judges will be final. 

All entries should be mailed before December 15 to 
the Newspaper Contest, or Window Display Contest, 
National Shoe Fair, Palmer House, Chicago, Illinois. 
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spells protits tar shoe dealers 


®@ The American Girl Shoe, long recognized 

for its high standard of value, is now being 
advertised in the National Women’s Magazines. 

-@ Priced to retail profitably at $5 . . . with Style 

to assure Volume . . . yet with sanity enough to 

avoid mark-downs...A complete line; made in all 

the most seasonable styles and leathers .. . Backed up 

_ by the most liberal IN-STOCK department in America! 
“Most styles, sizes AAAAA to EEE, available at a 
"moment s notice .. . Make it your IN-STOCK department! 


THE SAM B. WOLF SONS CO. 


Branch of Consolidated BES ole 
Shoe Corporation re agencies open in some localities. Write or 


CINCINNATI, OHIO ¢ representative in your neighborhood will call. 





A JUNIOR SHOP 
That Looks to the Future 


IT’S always children’s day in the new Volk shoe store opened in 
the shopping village of Highland Park, Dallas’ fashionable resi- 
dential district. This store, opened August 29, has been designed 
throughout for the convenience of mothers and the enjoyment of 
their children. A branch of the Volk downtown Dallas department 
store, the Volk children’s store features all types of juvenile shoes, 
including even the wild west boots made popular by the Texas 
Centennial. Children’s hose is also carried. A completely equipped 
juvenile barber shop and a delightful playroom adjoin the sales 
floor. The only grown-up item carried is women’s hose. 

From the wooden soldiers which stand guard in the window and 
throughout the store to the kiddie merry-go-round in the playroom, 
the place is designed to appeal to children. Gay murals around the 
wall portray scenes from nursery rhymes. 

This new shop is a part of the 1936 expansion program planned 
by Volk’s in Dallas. The establishment of the children’s shop, 
according to Harold Volk, president of the firm, was suggested by 
the fact that bringing the youngsters downtown shopping is some- 
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Volk’s New Village Shop at Hightand Park, 

near Dallas, is a Conereté Evidence of the 

Growing Importance of Juvenile Footwear 

and the Modern Appreach to Retailing in 
This Promising Field 


what of an ordeal for many mothers, particularly as 
such shopping must often be crowded into the after- 
school hours. The location of the new store is away 
from heavy traffic, is easily accessible from all resi- 
dential districts, and in addition it has adequate free 
parking facilities. 

“We planned this step several years ago,” said 
Mr. Volk. “Economic conditions were such that we 
did not feel justified in the expansion until recently, 
however. Tremendous increases in our sales volume 
during the past few months have convinced us that 
recovery is so nearly here that we need not wait longer. 

“The shop is designed to serve those women who 
do‘ not care to bring their children to the crowded 
downtown district for shoe purposes. Early indications 
show that the idea is highly acceptable. 

“Leading shoe firms of the North and East have 

[TURN TO PAGE 51, PLEASE] 


Illustrations show interior and exterior views of 

Volk’s new Village Shop at Highland Park, also a 

reproduction of one of the initial ads prepared by 

MISS LAURA LEE LILLY, advertising manager 
for Volk Bros. Co. 
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of the WEST 


In the West, and down 
Texas way, a brand ona 
cow denotes ownership, of 
course, but brands have 
grown to mean more—they 
represent a man’s word, his 
good name, his position... 
and that is what the Justin 
Brand means. It stands for 
Quality. 

On every range for over 
57 years the Justin brand has 
been the mark of quality on 
cowboy boots. And boots to 
a westerner are almost his 
most prized possession. He 
may go hungry, but his feet 
will usually be well-shod in 
a pair of fancy Justin Boots. 


That is why we are proud 
to brand our products. Be- 
cause our customer is proud 
to wear that brand. It is one 
that he can trust... one of 
the quality brands of the 
West, like Stetson, Colt, Levi's 
and JUSTIN. 


VISIT THE 
TEXAS 
CENTENNIAL 
CELEBRATIONS 


November 
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JUSTIN “CAVALIER” 
No. 685—A “new style” 
Justin “monk’s shoe,” 
made on proven Jodhpur 
last—with two-eyelet 
cord tie—regular half 
rubber heel —crimped 
vamps. Made in rich 
brown reverse calf. 


The CRIMPED VAMP 


The new ana modern shoe requires specia: skill and cratfts- 
manship that is not found in the average factory. Yes, the idea 
of the long straight vamp is new but the method of construction 
is old and not in use in many shoe factories. At Justin's it is 
used every day in the making of those fine Justin Boots. Justin 
craftsmen have been constantly at the bench ... their work 
ever improving . . . and with this assurance of craftsmanship 
the new modern shoes are better when made by Justin—why, 
it's right down “our alley.” 

Combined with the skill of the workmen, Justin also uses 
the most approved methods of modern shoe construction, con- 
forming to present-day ideas—but never is the personal touch 
of the expert shoe-maker lost. 


Write for more information about the Justin line ... let us 


tell you why it can be a profitable one for you. 


H. J. JUSTIN & SONS, INC. 


FORT WORTH, TEXAS 


MAKERS OF COWBOY BOOTS—LACE, FIELD 
MILITARY BOOTS—DRESS SHOES FOR MEN— 
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Sixty years ago Johan and Mikkel Johansen, recognized custom shoemakers of 
Norway, like their forebears, the Norsemen, crossed the Atlantic to seek greater 
opportunities in America. 


They embarked on their business career in St. Louis, under the firm name of 
Johansen Brothers, to establish — from a modest beginning — this great institution. 


Ambition, hard work and high ideals to make finer shoes for American women, have 
made it possible to celebrate this happy occasion. 


We want to thank our many friends who have contributed to our welfare, and have 
made this gala event possible. 
Gratefully yours, 


JOHANSEN BROS. SHOE CO. 
Harry G. Johansen, President 
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In celebration of our 60th birthday, our 
stylists have designed what has been 
proclaimed to be the most glamorous line 
of footwear that we have ever presented 
to the trade. 


Every model has dramatic style appeal, 
refreshing individuality, and designed for 
the occasion over fifteen smart lasts — four 
new adoptions. 


Styles as new as tomorrow, fashioned for 
every hour of the day or evening, are built 
to the finest known quality standards and 
shoemaking traditions by master craftsmen. 


They represent the individual appeal for 





JOHANSEN BROS. SHOE CO 
3642 LACLEDE AVE., ST LOUIS, MO. 
New York Office, 816-18 Marbridge Bldg. London Office, 41 Broad Street House 












a lefofo Ml daelelUar Maoh A-MEOlUCiiolilellil- Me d-ohila-y 


that make your 


SELLING EASIER 






EXAMPLE 


.- FOR 


LIGHT WEIGHT 








: ie 
COMFORT AND WEAR 














LIGHTER-WEIGHT, more comfortable 
type of rubber footwear, which has proved 
to be a real sales-builder for thousands of 
Hood dealers! 

Hood Flexible Rubber Footwear provides 
these three big selling features—Light Weight, 
Comfort and Wear. Features perfected only 
after years of successful research—experimen- 
tation—testing. 

Flexible? Smart in appearance? Yes!—but 

the Hood line of flexible heavy- 
duty rubber footwear also has dxiit 





in HOOD 


FLEXIBLE RUBBER 


Footwear 





into it the long wear demanded by your cus- 
tomers, too. 

Another most important selling point is the 
quality which Hood builds into every product 
in its line. This assures you of customer satis- 
faction—and the profitable continued patron- 
age that goes with it. 

HOOD RUBBER COMPANY, Inc.,Watertown, Mass. 


Branches at Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; 
Chicago, IIl.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; 
Denver, Col.; Detroit, Mich.; Kansas City, Mo.; Los An- 
geles, Calif.; Minneapolis, Minn.; New York, N. Y.; Phila- 
delphia, Pa.; St. Louis, Mo.; Salt Lake City, Utah; San Fran- 
cisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 








FLEXARCTIC 
FLEXIBLE CONSTRUCTION 






FLEXIBLE CONSTRUCTION 
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THE WORLD'S 2 BIGGEST TREES 
ARE ABOUT THE SAME SIZE... 


BOOT AND SHOE RECORDER, 


GEN. SHERMAN + U.S. oo GRANT - U.S. 


TRUNK VOLUME 
50,010 CU. FT. TRUNK VOLUME 
45,232 CU. FT. 


NO—THE GENERAL 
SHERMAN’S A LITTLE 
BIGGER 


THAT GENERAL 
GRANT'S THE 

BIGGEST TREE 
IN THE WORLD, 
ISN'T IT 2 << 
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but the second biggest magazine is only half as big as the 


WORLD’S BIGGEST MAGAZINE 


| greenery figures—50,000 cubic feet of timber in the 
trunk of a single tree! But for startling figures, get this: 
If each cubic foot represented one copy of the world’s 
biggest magazine, it would take a mighty forest of 120 
General Shermans to equal the regular circulation of nearly 
6,000,000 copies of The American Weekly! 

87% of this vast sales-making circulation is concentrated 


in 624 of the country’s 3,074 counties. These 624 counties 
embrace all cities of 10,000 


or more population. In them, 
68% of all the nation’s fami- 
lies live and 81% of all retail 
sales are made. 

The American Weekly’s 
circulation of nearly 
6,000,000—double that of 


any other magazine on earth 


anh. 





NEAREST 
COMPETITOR 
CIRCULATION 


NEARLY 
6,000,000 
CIRCULATION 


— moves merchandise faster, more profitably — assures the 
quickest, surest turnover for retailers who sell the every- 
day necessities and luxuries of life. 


What The American Weekly is 


The American Weekly is the largest magazine in the 
world. It is distributed through the great Hearst Sunday 
Newspapers. In 627 of America’s 995 towns and cities of 
10,000 population and over, The American Weekly concen- 
trates 67% of its circulation. 


In each of 174 cities, it reaches better than 
one out of every two families 
In 144 more cities, 40 to 50% of the families 
In an additional 134 cities, 30 to 40% 
- In another 175 cities, 20 to 30% 


... and, in addition, more than 2,000,000 families in thou- 
sands of other communities, large and small, regularly buy 


and read The American Weekly. 


**The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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N ow you can speed 
up your sales at the 
fitting stool with a 
shoe... 


.-. that has visible comfort 
features 


.-- that has a smooth back 
part 


--. that has a broader heel 
space to prevent riding on 
uppers 


--- that has a fuller tread- 
Seamless 1-Pc. Back: ing surface to prevent foot 
‘ from riding over edge of 
insoles é 


--. that has a short snug 
fitting top line for perfect 
fit at the ankle 


Heel Pad Inner Longitu- Metatarsal Pad «+ that is available in a last 
icon daand: oll thes dinal Pad Bg for every foot classification 
shock for those who That locks the heel the metatarsals, thus re- --. that is an energy build- 


pound hard pave- in place and at the lieving pressure on the er for active feet 


ments all day. ene apd ball of the foot. 


Specifications: Welt construction: Styles : In Stock: The entire line of 


fine selected upper stock; soles of 1. Straight and wing tip. se Ore socks Sete op 


choice selection of cowhide bends. 2. Bal and Blucher. . 
Invisible nailed rubber heels. Widths 3. Black and brown calf, black kid. a Aeon ede acke 
AAA to G. Sizes 5 to 14. 4. White washable calfskins. erms ...60 days net. 
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NEVER BEFORE HAVE SO MANY NEW BUT TRIED AND 
PROVEN FEATURES BEEN MADE AVAILABLE IN $6.00 SHOES 


All the famous Velvet Step fea- 
tures are now incorporated in this new City Club line: 
the anchored heel principle, longitudinal support, and 
the metatarsal cushion pad. In addition the Premold 
Seamless back which has made such a hit in other Peters 


lines, has been included. It brings a new trimness to men’s 
dress shoes. 


Narrow Toe Custom 


Promotions: City Club Velvet Step 
dealers will be supplied with 0 spe- 


cial feature cards, mailing pieces an 
cards. All forceful ..... convincing. 


Our Salesmen are in their territories 
showing this new line. Insist upon seeing it 
and hearing the complete City Club Velvet 
Step story. 


postal 


Medium Toe Custom French Type 


Furthermore this new City Club Velvet Step line is built 
over specially designed full tread lasts. Even the patterns 
are so drafted as to insure a snugger fitting top line. 
These extra features along with the use of select grades 
of leathers and careful shoemaking all contribute to this 
truely new kind of walking comfort. A comfort that is 
soft-velvety, yet stimulating. A comfort that puts pep in 
every step... a comfort that protects healthy feet. 


Full Toe Custom Conservative Swing Type 


Seles 


Branch of International Shoe Co., ST. LOUIS, MO. 
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Selling Style to the Man 


[CONTINUED FROM PAGE 21] 


brighter and more interesting displays. 
No overcrowded masses of miscellane- 
ous styles and patterns here, to cause 
confusion in the minds of customers. 
There is nothing riotous or radical 
about any of these windows, but all of 
them show the effects of careful plan- 
ning. They are well-balanced in ar- 
rangement and each of them carries 
a distinct sales message to the man 
who stops to look over the shoes. 
Note, for example, the pleasing ar- 
rangement of the shoes in the Knight 
Shoe Company’s window, from Port- 
land, Oregon. The customer who ob- 
serves this display gets an immedi- 
ate style impression from the central 
fashion figure in the background, and 
the shoes are so arranged that he is 
able to study the individual last and 
style of every number in the window. 
Moreover, the ensmble is so pleasing 
and attractive that it commands im- 
mediate attention. 


Promotes Shoe Wardrobe Idea 


In the shoe window called “Check 
Your Shoe Wardrobe,” J. J. Schroeder 
of Kansas City has worked out a 
timely and interesting display, based 
on the constructive sales idea of en- 
couraging every man to own enough 
pairs of shoes to meet the require- 
ments of every occasion. The window 
was divided into three general classes, 
Dress Shoes, Street Shoes and Sport 
Shoes. A wardrobe trunk in the back- 
ground with men’s wearing apparel 
gave atmosphere to the trim. 

“One thing about displays of this 
sort, is that it keeps the public shoe 
mindful, then it also graphically 
dramatizes the shoes a man needs for 
the different everyday occasions. With 
many men, a good pair of shoes on the 
feet seems to satisfy immediate shoe 
wants, but to tell a story of this sort 
is very apt to make a man think that 
perhaps, after all, he should have a 
couple of pairs of good shoes in re- 
serve. We have found this sort of 
window trims to be most educational 
as well as interesting to our trade. 


Good Shoes in Good Windows 


“Even though this section has had 
a drought for the past two years, our 
trade has shown a steady increase in 
shoes retailing from $10.00 to $12.50. 
Good shoes, good treatment and good 
windows all have an important bearing 
on the excellent gain in business that 
we are showing, in spite of most ad- 
verse local conditions,” said Mr. 
Schroeder. One thing he did not men- 
tion was the great amount of personal 
effort he has put into his store year 
after year. There are few retail shoe 
men in the state who have a greater 
personal following than “Jack” Schroe- 
der. He has built this up through giv- 


ing individual attention to the personal 
needs of his trade. 

The wardrobe idea is treated from 
another angle in the Dalsimer window, 
from Philadelphia, which shows in the 
background four fashion figures, tying 
in with the four classes of shoes shown 
on the shelf-like platforms, namely 
Campus, Sports, Town and Formal 
shoes. This type of window attracts 
attention and, like the Schroeder -dis- 
play, helps to stimulate sales by edu- 
cating men to recognize the need for a 
variety of shoes to serve different oc- 
casions. Undoubtedly the education of 
women along this line has accomplished 
much to stimulate the women’s shoe 
business. The desire for fashionable 
footwear causes the average woman to 
buy more pairs in the year than she 
would be likely to purchase from strict- 
ly utilitarian considerations. Men’s 
shoe business needs the same sort of 
stimulation, and enterprising shoe 
stores are devoting more and more pro- 
motional effort to an endeavor to sell 
the man on style and the need of a 
complete shoe wardrobe. 

The Saks Fifth Avenue window il- 
lustrated this week shows still another 
way of tying the shoe in with the cos- 
tume. Here actual clothing is shown 
instead of fashion illustrations, with a 
topcoat, hat, stick and traveling bag, as 
the “properties” for the drama of the 
shoe. As the purpose of the display 
is to interest men in a leather a little 
different from that which is commonly 
used, one of the skins is given an im- 
portant place, and on the inclined plat- 
form which it covers, several different 
shoe styles are exhibited. Above the 
shoes is a small figure of a boar, giving 
a clever finishing touch to the display. 


A Neglected Opportunity 


We look for more extensive use of 
the dramatized type of window display 
for men’s shoes in the immediate fu- 
ture, and for decidedly more style pro- 
motion in connection with men’s foot- 
wear. Retail promotion of style in 
men’s shoes has not kept pace with the 
ingenuity of manufacturers in style 
designing, with the result that shoe 
stores are not doing as effective a job 
as they might in selling to the men of 
the country the great variety of attrac- 
tive and interesting shoe styles that 
manufacturers have created and put on 
the market. A cursory survey of men’s 
shoe windows on the principal shopping 
thoroughfare of any city will, we be- 
lieve, afford concrete evidence that here 
lies a neglected opportunity. 

A few days since, a big chain store 
not far from Times Square came out 
with an elaborate and striking window 
promotion of women’s footwear, using 
blown up photographs of fashion fig- 
ures in colors to create a background 
that told the story of style and use. 
The men’s shoe window opposite, con- 
taining just as many attractive and 


1936 


interesting styles in men’s shoes, used 
only the permanent window back- 
grounds of wood with mirror panels. 
The effect was dull and drab by com- 
parison, All men’s shoe merchants 
admit that there is need to increase 
the volume of sales and profits in men’s 
shoes. Perhaps more and better men’s 
style promotions may suggest the for- 
mula. 


Sport Store Opens 
Shoe Department 


BALTIMORE, Mp.—An unusual and 
interesting innovation of the new, 
modernized and enlarged _ sporting 
goods establishment of Bacharach- 
Rasin Co., 14-16 N. Howard Street, 
most prominent and largest sporting 
goods house in this city, is its sports 
shoes section. Here are to be found 
comfortable chrome steel and leather 
fitting chairs so that customers may 
try on their sports footwear in com- 
plete comfort. Heretofore customers 
were obliged to try on the footwear 
by standing up or taking it home to 
try it on. Rugs have been placed on 
the floor giving the footwear section 
that homey appearance in addition to 
enhancing the comfort in being fitted. 
Every necessary type of footwear, both 
active and spectator sports, is carried, 
including football, tennis, baseball, 
swimming, soccer, bowling, etc. In all, 
about fifty different kinds of shoes are 
being featured, necessitating a large 
stock so that sports lovers may have 
their every footwear need well taken 
care of. 


Shoe Men Show at 


Progress Exposition 


BuFFALo, N. Y.—Jay’s Shoes, Inc., 
and L. N. Ellsworth were among the 
shoe retailers displaying Fall footwear 
fashions at the Progress Exposition, 
held in the armory of the 160th Field 
Artillery, which attracted more than 
135,000 paid admissions during the 
week. Sponsored by a local newspaper 
in cooperation with various trade or- 
ganizations and independent retailers, 
the Progress Exposition has developed 
into an annual style event in the city. 

Other retailers participating were 
the Wm. Hengerer Co., Adam, Meldrum 
& Anderson Co., Sears, Roebuck & Co., 
Peter Young, Inc., and others. 


Trade-In Sale Successful 


Kokomo, IND.—A_ sixth annual 
Trade-In Shoe Sale was held by G. T. 
Molden, Inc., 206 North Main Street, 
for five days, during which time the 
customer’s old shoes—regardless of 
their condition—were accepted as a 


- $1.50 reduction in the regular price of 


the new shoes being purchased. A $5 
pair of shoes could be bought for $3.50 
during the sale if the old pair of shoes 
were turned in at the time of the pur- 
chase. Any new shoes in the store were 
included in the offer. The “trade-in” 
shoes were given to a local charitable 
organization for distribution among the 
needy in Kokomo. 
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"Sandalized''—the dominating fashion inspiration for resort and spring footwear. W 
Princess Calf, the perennial favorite, is the reigning style leather for this smart shoe gra 
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' The “Caballero”? Comes 
from Texas 


The “Devon” 


Vanity Last 


STYLE No. 670—Black kid 
blucher oxford, arch brace and 
me struction, kid 


con 
quarter lining, 


A Feature Cushioned Comfort 
Shoe Showing America’s Most 
Fashionable Style for Women 


A few of the fashionable styles we picture here— 

other outstanding numbers are carried in stock 

for immediate delivery. 

MAKES WALKING A NEW PLEASURE H. J. Justin & Sons, ine, of Fort Worth, Texas, 
; a . | come out with the “Caballero” adapted from the cow- 

Rohn Nu-Matic Nail-less Shoes for women make boy boot as an entirely new style of Jodhpur . . . for 


Iki Y i i : 
eenne # qeannare: Tony shay te colbenee He distinctive sport and campus wear at any time. 


the foot rests on a live, sponge-rubber cushion, 
permanently fastened between the insole and It is rich brown reverse calf, made on cowboy boot 
outsole. lasts with the “crimped vamp,” cowboy heel, square 


toe and all. 
No. 666 The “‘Ardsley” eo ee 


Vanity Last 


STYLE No, 666—Black kid How a Small City Store 


nd metatarcal _sonctrestion, 
Last, Scpolet oushion'sonetrece Handles Publicity 
oe ie take as 
a eB UST because a shoe store is located in a relatively 
small city is no reason why it should not do a first 
rate publicity job. 
Take the case of H. R. Burch, who has as modern a 
women’s shoe store, both in appointments and stock, 
The “Diana” as one will find anywhere. His home town is Eugene, 
Seppe Oregon. Even if you have not heard of Eugene, it is 
STYLE No. 502—Black kid ' 
a good lively city, with a good hotel, good movies and 
Former Last, 3-poin merchants who are all abreast of the times. That is a 
AAA Sc, AA Ais-8, A 4-8, combination which makes any town a good business 
B 342-9, C 3-9, D, E, EE, 
and EEE 24-9. town. 
One of the most resultful bits of lasting publicity 
5 Pens Note the ame on the arch-brace and Py aad used by the Burch store is the opening of his seasons 
Nu-Matic Shoe perp esi arden = 4 with a style show. Nothing like a first rate fashion 
ela Sa, ° P parade to bring in the crowd and to put them in an 
* | appreciative buying mood. The effects of a fashion 
presentation last for weeks and weeks, this store finds. 
Working with a ready-to-wear house which has 
dresses comparable to the good shoes carried by 
Burch goes a long way in making the show a genuine 
success. Everybody is invited to these affairs, for if 
the invitations are not very broad in their scope, it 
is easy to hurt somebody’s feelings. This store is 
peculiarly adapted to giving style shows, as it has a 


ke, h, He y/ Hj 1 ; / .— broad winding staircase in the rear, this allowing 
OMIM M- alt the models to do their act with an ideal setting. 
NAILLESS CUSHIONED SHOES Bank Night in the movies is a means of giving the 


store some good advertising. No lottery is connected 
[TURN TO PAGE 44, PLEASE] 








2e Nu-Matic 
Metatarsal Pad 
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WITHIN the next ten weeks, millions of 
men will be going places in formal attire. 
Sad to relate, the majority of them will 


wear everyday black shoes. 


What a great opportunity for shoe retail- 
ers this is! Feature formal shoes of 
SETON patent leather. Impress upon men 


that patent leather footwear is indispen- 


Through your promotions, 
tell men that formal evening 
You and the rest of the alert shoe retailers clothes require patent lea- 
ther shoes, whether they 


a wear a derby, soft felt or 
patent leather shoes within the next ten , 
silk topper. 


sable with evening clothes. 


can sell over a million “extra” pairs of 


weeks ! 





S pecif 


ja? 


*”" SOMIDAL 


Shoe merchants and manufacturers can often save 
days on deliveries by using nation-wide Railway 
Express. For seasonal stock items and special orders, 
where time is the all-in-all, nothing takes its place 
for speed and dependability. 

Railway Express gives you a complete service for 
the whole distance at low, economical rates. Quick 
pick-up and delivery in all cities and principal towns, 
without extra charge. Through express train speed en 
route. No delays or detours—and with 23,000 Rail- 
way Express offices spotting the continent, any store 
in America can get fast, sure deliveries. With Air 
Express on call—2,500 miles overnight—it's a matter 
of a few hours only to get goods in and on diegler 
in any line you want to feature. For service and 


information phone your Railway Express agent. 


RAILWAY 
EXPRESS 


| AGENCY, INC. 


GEE NATION-WIDE RAIL-AIR SERVICE Sa 
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How a Small City Store 
Handles Publicity 


[CONTINUED FROM PAGE 42] 


with this in any way. Certificates redeemable for 
shoes or for hosiery are placed under six different 
seats. Three pairs of shoes and three pairs of hose 
are distributed in this manner. There is no “lucky 
drawing” or anything of the sort. People just look 
under their seat themselves for the prized envelop. 

Many stores feel it is good advertising to have some 
special offer during the store’s anniversary. Usually 
this takes the form of special prices and some sort 
of a souvenir. This has been tried out in the Burch 
store with good results. Of course, it piled a lot of 
people in the store in a few days, which is not always 
a satisfactory way of handling the trade. 

Last Spring the idea of issuing a “Dividend 
Check” in place of the usual Anniversary Sale was 
tried out. A specially printed check made out for 
one dollar and issued to the person addressed was 
mailed to a list of customers only. A letter form of 
circular, personally addressed, in which eight shoes 
were sketched, accompanied the check. 

The circular was so well gotten out in every respect 
that a lasting amount of good prestige was built for 
the house. The check was good for a six weeks’ period 
and on shoes retailing at $4.00 and over. This price 
proviso was put in so as to exclude the lower price 
range of house and boudoir slippers. Street shoe prices 
here start at the $6.50 mark. 

“Remember your Feet First if you would step into 
Spring Correctly” was the theme song of this mailing 
piece. “First notes” then six shoes sketched in music 
note fashion and “— the lovely shoes we show you 
here are but the keynotes in a symphony of Spring 
styles featured by Burch’s” comprised the head of the 
letter. This was followed by the text which read 
as follows: 

“First notes are fashion notes at Burch’s where a 
galore of beautiful new Spring shoes await you. De- 
signed by master craftsmen, each pair is fashioned of 
the finest materials by men who know the secret of 
building comfort and endurance into beauty! Fabrics, 
colors, patterns all have a Spring-like quality of 
freshness that you will find quite irresistible. 

“We feel fortunate in having Mr. Arthur Yates and 
Mr. Russell Jones to aid us as shoe fitters. Both men 
have had years of experience fitting fine shoes for 
discriminating women. 

“We want you to greet Spring in a pair of these 
lovely shoes, and we also want to show our apprecia- 
tion for your past patronage, so we are enclosing this 
dividend check which entitles you to a dollar discount 
on the purchase price of any pair of shoes priced at 
$4.00 or over—before May 16, 1936. 

“Come in soon for we feel confident that we have 
just the shoe to complete your new Spring ensemble.” 
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* A NEW DAY OF 
SS. atu ¢Ss 


IN FOOTWEAR UNFOLDS 











The new Evans leather... as exotically beau- 
tiful as the first soft lights of daybreak .. . 
its dull-finish tones comple- 


A menting perfectly the cur- 


\, 
/\ ZL rent trend of fashion. 
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The Editor’s Outlook 
[CONTINUED FROM PAGE 26] 


is true that one man in six is being employed in gov- 
ernment (town, city, state, nation and relief), then 
we don’t want to see increases in that category. We 
want to see less of government enterprise in competi- 
tion with private enterprise. And the eternal vigilance 
of the merchant and the manufacturer and the business 
man must be a continuing necessity. 

I know all these things are not pleasing to the 
reader, after the election. But there they are—the 
obligation of the American citizen who feels that he 
has a direct and personal interest in all affairs of 
government. Indications of prosperity in the making 
have a habit of minimizing the importance of these 
governmental costs and the taxes to pay for them; but 
nevertheless, it is wise for all business men to be 
eternally vigilant, at the start, of the activities of 
new legislative bodies. For prosperity is riding down 
the road and in that connection, may we repeat what 
the New England Shoe and Leather Association culled 
from Babson’s statement of October 23 (copyrighted 
by the Publishers Financial Bureau) : 

“As surely as day follows night and as Spring follows Win- 
ter, we are heading into a period of inflation in this country... . 
Our present course leads toward further inflation regardless of 
who is elected President on November 3. 

“Simply stated, inflation means that your dollar will purchase 
less goods than the same dollar can buy in normal times. This 
inflation ahead, with its anticipated sharp rise in commodity 
prices and living costs, calls for action now. Here are my con- 
crete s estions: 

“Manufacturers —Instead of hand-to-mouth buying, see that 
your inventories are built up. Avoid being caught by rising prices 
and increasing business as you were caught by falling prices 


and decreasing business in 1929. 
“Employers—Hire now before all the employables get jobs. 


Boost wages. Do not let your competitors steal your good 


workers. 

“Merchants—Instead of bellyaching about profit margins, boost 

ur advertising and sales budget. Get your share of the new 

siness. 

“Everybody—Business, according to the Babson chart, is at 
normal and at the best level for any October since 1929. The 
depression is over. Stop thinking about it! Get the new pros- 
perity viewpoint!” 

Maybe Babson is too optimistic—but who can tell— 
it’s at least pleasant to contemplate! 


Exclusive Shoe Section 


Satt Lake Crry, Uran—‘Instead of ‘spotting’ our 
better grade shoes at the front of the department where 
one might think they would capture the greatest atten- 
tion, we have segregated them at the rear of our depart- 
ment,” states M. Meisenholder, manager of the Auer- 
bach Shoe Department. “Our reason for doing so, is 
so that we would get more sales and less persons ‘just 
looking around’ at these better grade shoes. At the 
same time having a special section in which we have 
built up an unusually attractive atmosphere with leather 
upholstered seats, magazine racks, etc., works for 
greater customer ease and less interruption of their 
attention by persons walking through the department 
or store.” . 
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IN-STOCK 


Casino CAS Foe 


CY ¢ 


CASINO 
R192 Genuine Silver Kid $3.10 
R1i94 Genuine Gold Kid $3.60 
R4450 Black Faille Quarter, 
GiEe TR. ccvcvevcseussce $2.00 
R4452 White Faille Quarter, 
Sat. Str. $2.00 
R4454 Black Velvet .. 
66 Last, Round Toe, 21/8 
Louis Heel. 
AAA to B Widths 
All Above Numbers Also 
Carried In Stock With 12/8 
Block Heels. 


+ a * 
Trixie 
IN-STOCK TRIXIE 
R1184 Genuine Silver Kid $2.75 
R186 Genuine Gold Kid $3.25 
R4484 Black Satin 
R4486 White Faille .... $2.00 
66 Last, Round Toe, 21/8 
Louls Heel. 
AA and B Widths Only 
All Above Numbers Also 
Carried in Stoek With 12/8 
Block Heels. 


* 
RITA 


R1196 Genuine Silver Kid $2.75 
R1198 Genuine Gold Kid $3.25 
R4456 Black Satin 
R4458 White Faille, Quarter, 
Satin Vamp 
66 Last, Round Toe, 21/8 
Louis Heel. 

AA and B Widths Only 
All Above Numbers Also 
Carried In Stock With 12/8 
Block Heels. 


Send for complete In-Stock 
Bulletin. Terms 2% 10 days, 
Net 30. F.0.B. Factory 


CALL upon 


OF HAVERHILL 
MASSACHUSETTS 


OPERATORS OF AMERICA’S LARGEST 


EVENING SANDAL 


IN-STOCK DEPARTMENT 
Send For a Complete Bulletin 
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Design from the “Portfolio 
of Zouri Store Fronts,’ which 
illustrates fronts for various 
types of stores. 











re PROVE A NEW ZOURI STORE FRONT 


— pull them your way / 


Merchants everywhere, and in every line have boosted sales 
and profits with new store fronts—properly designed and 
constructed of Zouri rustless metal members. 


IMPORTANCE OF GOOD DESIGN 


People respond to the powerful appeal of modern design... buy- 

ing habits in many cities and towns have been altered almost 

over night by effective modernization work. But design must be 

TORTEE LLG Oo * fundamentally right, not too extreme, not overdone. 

F R E E ZOURI STORE FRONTS Som For this reason alone, the services of a competent 
architect are worthwhile. 


rtfoli oo 
exc mtn oe tee “sro IMPORTANCE OF MODERN METAL 


etal Sere trios suectbens People respond also to the beauty of appealing 


various types of stores. Send modern metal alloys and finishes. Zouri furnishes a 
coupon for your copy, today. $ complete line of up-to-date rustless metal store 
ZOURI STORE FRONTS, front members, in both rolled and heavy (extruded) 
NILES, MICHIGAN ee construction. New types of awning bars, entrance 
Plense sond @ copy of the Zouri Store Front \ doors, and practical, easy-to-clean finishes are featured. The Zouri 
‘anus dealer is ready to work closely with you and your architect in devel- 

oping a new store front that will be most effective for your business. 


For further information write ZOURI STORE FRONTS, NILES, MICH. 


STORE FRONTS 


NILES - MICHIGAN 


When writing advertisers please mention Boot and Shoe Recorder 
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Just Bundle Wrapping 
[CONTINUED FROM PAGE 25] 


the higher price range, nearly every- 
one does it. 

The merchandising effectiveness of 
the typical technique of the five-and- 
ten-cent store, as applied to the sell- 
ing of shoes, must not be underesti- 
mated. Its standardized methods of 
equipment, display and control ad- 
mittedly produce results. They permit 
an amount of window and inside ad- 
vertising which is not, perhaps, gen- 
erally appreciated by the fraternity of 
merchandising men, and is particular- 
ly effective because it takes advantage 
of the presence of the millions of 
people who crowd their stores every 
day. 

A showing of shoes with display 
cards is made in the windows. Promi- 
nently placed permanent signs direct 
customers: “Shoe Department in the 
Basement,” “Bargain Shoe Department 
Upstairs.” Available space along walls 
and on stairway landings is often op- 
portunely utilized for the exhibit of 
shoes in modern types of wall display 
cases. Display cards inform: “New 
Fall Styles,” “New Shades and Fab- 
ries,” “All Colors, All Styles, All Fab- 
rics,” “Newest Styles at Lowest 
Prices,” “We Set the Style in House 
Slippers,” “Latest Styles in Velvet 
House Slippers,” “Built for Comfort, 
Style and Wear,” “We Fit Growing 
Feet,” “Children’s Shoes Solid 
Leather Soles and Heels ... 79c.” 
“Why Pay More?” 

Who buys these thousands of pairs 
of shoes which are bought at a coun- 
ter exactly as cheese is bought in a 
self-serve grocery? A private car stops 
@ moment in front of the store and 
out steps a young woman, a personal 
maid, perhaps, who enters the store 
and buys shoes and hosiery. A woman 
is trying to find her size in a pair of 
serviceable ties for herself; a shoe 
merchant would call them house shoes, 
but she will probably wear them every- 
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OUTDOOR FOOTWEAR 
FOR YOUNG WOMEN 


TWO PIECE VAMP 


MOCCASIN OXFORDS 

No. 305—Brown Elk Moccasin Bluch- 
er Oxford, Leather Sole and 8/8 
Heel. - ; 

No. 307 — Brown Elk Moccasin 
Blucher Oxford, Grocord Sole and 
Spring Heel. 

No. 309 — Smoked Elk Moccasin 
Blucher Oxford, Grocord Sole and 
Spring Heel. 

No. 332—White Elk Moccasin Bluch- 
er Oxford, White Nap Sole and 
Spring Heel. 

o/8 AAA—3/9 AA-A—2}/,/9 i‘ 


Write for var eo Camp Mocs 


Catal og 


FINE GOODYEAR WELTS EXCLUSIVELY 
THE JUVENILE SHOE CORPORATION 


OF 
CENTRAL TERMINAL BLDG. 
710 No. 12th Bivd. St. Louis, Mo. 
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where. Two mothers are looking over 
the shoes together; one is searching for 
a size in a patent ankle tie for the 
little girl with her; the other is pick- 
ing out a pair of tan oxfords for a 
small boy at home. Here are two high 
school girls, attracted by the snappy 
patterns and colors. “Oh! I can afford 
a pair of these,” remarks one. A young 
fellow selects a pair of tan oxfords in 
a heavily perforated and ornamented 
pattern. An older man is inspecting 
a pair of plain black oxfords. 

“Do the shoes you sell fit the cus- 
tomers’ feet?” 

“IT don’t know about that,” answered 
the pleasant girl behind the counter. 
“We have measuring sticks and use 
them occasionally. But customers gen- 
erally tell us what sizes they want, and 
we try to help them find those sizes. 
They may be right or wrong about the 
size, but I guess it usually works out 
pretty well. Once in a while a cus- 
tomer comes in to exchange a purchase 
for a different size, but we really have 
very few complaints.” 

It is here that an answer is sug- 
gested to the question, how far these 
stores will go in raising the quality 
level of their merchandise. It is not 
presumptuous to prophesy that, with 
broader experience in selling shoes, 
these companies will discover that there 
is a very definite point beyond which 
they cannot raise their price limits. 
The maximum price level will be fixed 
at the point where the shopping pub- 
lic will no longer be satisfied to make 
their purchases from store attendants 
whose training covers only the wrap- 
ping of bundles and the making of 
change, but instead will demand intel- 
ligent personal salesmanship. There- 
upon rising overhead will probably 
apply the brakes to further develop- 
ment in this field of the shoe business. 
Nevertheless, imagination may con- 
ceive the possibility of training real 
salespeople in these stores and offering 
some measure of genuine shoe service; 

[TURN TO PAGE 63, PLEASE] 
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BALLOON TYPE 
EYELETS 


WEDDING RING 
EYELETS 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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New Sandals for the 
Southern Sunshine Season 
[CONTINUED FROM PAGE 19] 


Nearly everything seen at Palm 
Springs is of the sandal type. Really, 
it is amazing to see what has been done 
to modernize new types of sandals 
which will be worn this coming Spring 
in all parts of the country, as evidenced 
by their ready acceptance here. 

Heel heights are to the extremes, 
either 12/8 and down or 20/8 and up. 

Practically all sandals have open toes 
to a certain degree and a good pro- 
portion are made counterless. Current 
patterns lend themselves to the coun- 
terless and open-back fashioning. 

The high style note in sandals is a 
sandal bootee. One made of two straps 
which completely wrap around the foot 
in such a manner to show it as a 
bandage, is outstanding. This particu- 
lar shoe is made of red kid, while a 
white kid, edged in blue kid, looked 
especially smart. 

Another outstanding shoe is a san- 
dalized anklet with open toe, and big 
wide vamp band which comes high over 
the instep. The band is of multicolored 
suede of powder blue, chamois, green, 
brown, red and yellow. The vamp, 
quarter and ankle strap are made of 
white suede. 

Sandals of bright Summer prints are 
also exceptionally strong down in Palm 
Springs. As a rule, action in shoes of 
this nature does not develop until later 
in the season, say after the holidays, 
so the fact that interest is shown right 
now is well worth considering. 


A Junior Shop That 
Looks to the Future 
[CONTINUED FROM PAGE 31] 


found this system of suburban store 
service, with the stock of the entire 
organization available, highly success- 
ful, and a study of the Dallas situation 
definitely indicated its need here.” 

This new expansion move is the 
latest advance of Volk’s which began 
in 1890 and has kept its outstanding 
position in the Southwest through all 
the intervening years. It was the first 
store of its type to build a completely 
air-conditioned structure of the kind 
the main store now occupies in Dallas. 

Decorative scheme of the new branch 
shop is delightfully juvenile with its 
included playland and merry-go-round. 
The store in its entirety was designed 
by Melton Robey and George Robey 
of the Volk display staff. 

Miss Nella Donaldson, for several 
years connected with the downtown 
store, is manager of the new branch. 


Starts Freeman Shoe Department 


ABERDEEN, WAsH.—Shelby & Gwynne 
have leased the men’s shoe department 
in the Pearsons Department store and 
will feature the Freeman line. 





















































Anti-Friction 
Shoe 

















The foot is kept in its proper position in ] 
the shoe and throughout the entire life 








of the shoe. 





The Patented Anti-Friction Tape is built into 
the shoe, goes around the foot, and is securely 
fastened to the upper at the eyelet row. 








The inside lip of the specially moulded inner- 
sole is regulated by the Patented Anti-Friction Tape 
which is adjusted by lacing the shoe. 











Made over “Combination” lasts which give 
better fit to more people than any other last ever 
modelled. 








Arches vary, but the Dr. Geo. R. Davis 
Anti-Friction shoes fit them all. 


In each community where this famous shoe has repre- 
sentation repeat sales show consistent holding of old 
customers and building of new customers through foot 
relief and comfort giving features that earns the cus- 


tomer’s complete good will and lasting satisfaction. 


33 smart styles in-stock for both Men and Women 
backed by forceful advertising cooperation to help you 
hold and build new sales and profits. 


Write for Agency Plan for localities where representa- 
tion is still open, 


"THOMPSON BROS. SHOE (°e 


FINE SHOEMAKERS 
BROCKTON 
MASS. 
























In an atmosphere of charming good taste 
the customers of Potter's, Cincinnati, 
Ohio, buy shoes with “‘Pyraheels.”’ 
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Du Pont Viscolofd Company, 
350 Fifth Ave., 
New York, N.Y. 






Gentlemen: 
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We believe that credit should be 
given where credit is due. Your souffless heel 
covering, "“Pyraheel" has certainly been 
responsible for stimulating sales in women's 
shoes. "Pyraheel" simulates so perfectly, all 
shoe textures that we can use this scuff-proof 
material on all types of shoes. 
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There is always a favorable reaction 
from customers when our salespeople explain 
that the heels are covered with "Pyraheel" 
and will not scuff, scratch or mar, 
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"Pyraheel" is a positive gain to 
the shoe industry. We never rail to specify it 
when ordering shoes. 


Yours very ° oe 


E.C. Orr 
President 
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PYRAHEEL 


—aenee REG. U.S. PAT. OFF. 


MAKES SHOES EASIER TO SELL 
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That’s why it has become an im- 
portant item on shoe orders from 
POTTER’S. Shoes that have 
heels covered with “Pyraheel” 
will not be ruined by unsightly 
scuffed heels. This plastic mate- 
rial, made by Du Pont, will not 
scratch, nick or mar—it’s scuff- 
less! It simulates practically all 
shoe textures. 

Be sure to specify “Pyraheel” 
on your orders. For further in- 
formation, write E. I. du Pont 
de Nemours & Company, Inc., 
Plastics Department, Empire 
State Building, New York, N. Y. 


SPECIFY DU PONT SCUFFLESS HEELS 
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Shoe Ves 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, NOVEMBER 7, 1936 


NATIONALJNEWS 





Election Week A Big Shoe Week 





Fashion Guild Show, Horse Show and Election Day Retail Promotions 
Focus Metropolitan Interest on Footwear 


New York—Shoes were in the spot- 
light this past week for a number of 
reasons, the most important, of course, 
being the fact that the metropolis acted 
as host to buyers of quality women’s 
footwear from all parts of the country, 
gathered here for the Spring Style 
Showing of the Shoe Fashion Guild of 
America at the Waldorf-Astoria on 
Thursday, Friday and Saturday. This 
event, reported elsewhere in this issue, 
undoubtedly attracted the largest at- 
tendance in its history and it was ap- 
parent that, in the opinion of many of 
the country’s most prominent shoe mer- 
chants, quality and the appreciation of 
it have come back into their own. 

The Horse Show, at Madison Square 
Garden, annual fashion event of the 
first magnitude, also focused attention 
on shoes, particularly formal footwear, 
along with other apparel designed for 
formal evening wear. Fifth Avenue 
stores had elaborate window displays 
of formal footwear for evening, some 
of which related directly to the Horse 
Show. This event and the opening of 
the opera invariably serve as focal 
points for the retail promotion of all 
sorts of formal apparel, and this year 
window displays and advertising were 
unusually lavish, due to the very gen- 
eral expectation of merchants that the 
coming season will be an unusually 
festive one, with a decided increase 
volume of sales on all sorts of formal 
apparel and footwear. 

The third important event on the 
local retail calendar was Election Day. 
New York is one of the few cities in the 
country in which Election Day is also 
a retail day of the first magnitude. All 
sorts of stores stage special promotions, 
particularly on men’s and children’s ap- 
parel and footwear, and the newspapers 
of Sunday and Monday carried many 
extra pages of advertising, including a 
number of full page shoe ads. As Elec- 
tion Day is quite generally observed 
as a holiday in manufacturing estab- 
lishments and offices in and about the 
metropolis, the stores make a special 
drive on apparel and shoe advertising 
thereby attracting extra business from 
thousands of people who find it a con- 
venient day for shopping. This being 
a presidential election year, many peo- 





DATES TO REMEMBER 


National Shoe Fair, Palmer House, Chi- 
S| ee ee ee Jan. 4, 5, 6, 7, 1937 
National Shoe Retailers’ Association Con- 
vention, Palmer House, Chicago, Ill., 
Jan. 4, 5, 6, 7, 1937 
National Boot and Shoe Manufacturers’ 
Association Convention, Palmer House, 
Chicago, Ill. ........ Jan. 4, 5, 6, 7, 1937 
Michigan Retail Shoe Dealers Association, 
Annual Shoe Fair, Hotel Statler, Detroit, 
NAGI esse ovis ccwcces Jan. 10, 11, 12, 1937 
Texas Shoe Retailers Association Annual 
Spring Convention, Hotel Adolphus, 
Dallas, Texas Jan. 25, 26, 27, 1937 
Kent County Shoe Retailers Association 
Fourth Annual Shoe Show, Pantlind 
Hotel, Grand Rapids, Mich.. .Feb. |, 2, 1937 
Middle Atlantic Shoe Retailer's Associa- 
tion 23rd Annual Convention, Benjamin 
Franklin Hotel, Philadelphia, Pa., 
Feb. 7, 8, 9, 10, 1937 





ple came into town to be on hand for 
the election returns and to participate 
in the celebration of election night, so 
the stores were thronged with people 
during the day and the volume of busi- 
ness is said to have shown a marked 
increase over election days sales in re- 
cent years. 

On the whole, the retail situation in 
and about New York is excellent at the 
present time and merchants are looking 
forward to a steadily mounting volume 
between now and Christmas. 


Dates Set for Indiana 
Travelers’ Show 


INDIANAPOLIS, IND.— At a_ recent 
meeting of the directors of the Indiana 
Shoe Travelers’ Association it was de- 
cided to hold the annual “Buyer’s Week 
and Style Show” at the Claypool Hotel, 
here, February 7, 8 and 9. 

This will be the fourteenth annual 
event and from all indications promises 
to be the largest on record. Applica- 
tions from manufacturers of footwear 
and accessories point to the largest 
number of displays in several years 
past, and interest manifest among the 
retailer is unusual and larger than ever 
before. 

The usual smoker will be held on 


Monday night and the annual dance 
and floor show, Tuesday night in the 
ball room of the hotel. The following 
committees for the show have been ap- 
pointed: Entertainment, George L. 
Tovey and Fred Naegele; Signs, 
Charles Grossman and George Hewitt; 
Models, Frank Brown; Registration, 
A. F. McCord; Prizes, Lewis Stein, 
George Senhauser and John Lucas. 
Charles I. Slipher is general convention 
manager. 

Officers of the organization are: C. I. 
Slipher, president; Fred Naegele, first 
vice-president, Joe Warrender, second 
vice-president; E. C. Smeltzer, sec’y- 
treasurer and A. F. McCord, assist. 
secy. 


Shoe Club Holds Monthly 
Meeting 


New YorkK—The monthly meeting of 
the Shoe Club was held Tuesday eve- 
ning, October 27, and presided over by 
President Samuel G. Staff. 

The featured speaker of the evening 
was Judge Jeremiah T. Mahoney for- 
mer Supreme Court Judge and head 
of the American Athletic Union. It 
was Mahoney who took the stand 
against America’s participation in the 
recent Olympic Games at Berlin. 

The important business discussed was 
that of welfare which committee is 
headed by Joseph G. Traeger. Mr. 
Traeger brought to the notice of those 
assembled that although there is now a 
broader base of employment in the shoe 
industry there are still many men who 
need aid and the Club must be prepared 
to aid them. These men want to work 
and can work, but need a slight amount 
of readjustment and rehabilitation, The 
talk ended with a plea for selling of 
more advertising space in the yearly 
diary being distributed by the club. 

Jesse Adler filled in a lull with an 
interesting ten minutes dealing with 
retailing problems, 


Moves to Haverhill 


HAVERHILL, MAss.—Raymond V. Mc- 
Namara, president of the Haverhill 
Chamber of Commerce, announces that 
the Lincoln Shoe Company of Man- 
chester, N. H., owned and operated by 
George Valhouli of Haverhill, is dis- 
mantling its plant in Manchester and 
moving to Haverhill. 

The plant, which will manufacture 
women’s shoes, will be in the Victory 
Building on High Street, here. 
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Fred Spivey Opens New Store 


DANVILLE, ILL.—Formal opening of 
Spivey’s Shoe Store was held Satur- 
day, October 17. This was a high style 
event in Danville’s present retail sea- 
son. That the city’s population appre- 
ciate high quality stores was proven 
by the large crowds who filled the 
spacious and beautifully appointed 
store from early morning to the last 
tap of the closing curfew at 9 P.M. 

That Fred Spivey was not afraid to 
spend money and that he had money to 
spend was evidenced in everything 
about the new store. Floor coverings— 
the most expensive imported velvet 
carpets. The main body of the floor 
is in a deep green and over this, at 
regular spacings, are spread fine Turk- 
ish pattern velvet rugs of spacious 
size. Individual chairs of latest design 
and greatest comfort are perfectly 
matched in fitting stools. The chairs 
are of the easy spring type and their 
covering upholstery is of the most ex- 
pensive leather. 

The architectural scheme is entirely 
modernistic and the store gives one 
who enters it the feeling that he might 
have strolled into the lounge of some 
great ocean liner. No shoe shelving is 
in sight but the shoes are in easy 
reach just back of the artistically dec- 
orated walls. 

Muesbeck’s Health Spot Shoes will 
headline this new Danville Shoe Show. 
One entire side of the new store is 
given to the display of Health Spot 
Shoes. But the lines which have helped 
to build the staple and sturdy business 
‘of the Spivey Shoe Store will be re- 
tained. Among the principal ones are 
Arch Preservers, Vitality and some 
men’s shoes to retail at $5 and $6. 
Quality is the promotional thought in 
the Spivey Shoe Store. No effort is 
made to compete with other stores that 
make price their headliner in adver- 
tising. 

Fred Spivey is rounding out his 
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twenty-ninth year of retail shoe selling 
in Danville, Ill. He has never tried to 
see how cheap he could offer shoes to 
the public, but he is of that old school 
which contents that quality has no sub- 
stitute and that it is repeat business 
which builds the big bank balance. 

Fred Spivey is vice-president of the 
Muesbeck Shoe Co., who make the 
Health Spot Shoes for both men and 
women. This is the shoe which is 
making Danville, Ill., almost as famous 
today as it was in the days when 
Uncle Joe Cannon was speaker of the 
house. 





Red Cross Roll Call, 
November 11-26 


The American Red Cross is making its an- 
nual appeal for membership this year, Novem- 
ber 11-26. Memberships provide disaster re- 
lief, help for disabled veterans, Braille for the 
blind, home care of the sick, life saving and 
first aid. 

All are asked to send your memberships to 
the New York Chapter of the American Red 
Cross, 315 Lexington Avenue, New York City. 
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Ziegler New Longini 
Superintendent 


CINCINNATI, OHI0O—Charles Longini 
announces the apointment of Joseph G. 
Ziegler as superintendent of The 
Longini Shoe Mfg. Co., Cincinnati. Mr. 
Ziegler is well known throughout the 
country as one of the outstanding ex- 
ecutives in the manufacturing of wo- 
men’s high grade shoes. He has an 
enviable record in such a capacity with 
the Krohn-Fecheimer Shoe Co., former 
makers of Red Cross Shoes, the United 
States Shoe Co. and the Consolidated 
Shoe Corporation. 

With this progressive move, Mr. 
Longini announces that the Spring pro- 
duction plans call for 2500 pairs daily, 
an increase of 500 pairs. A. J. Sachs, 
salesmanager, has just returned from 
his opening Spring trip and states the 
increased demand has been such that 
it will be necessary for this production 
to service their regular accounts. 


W. N. Potter Honored by 
Chamber of Commerce 


WILLIMANTIC, CONN.—William N. 
Potter, who recently retired after com- 
pleting 66 years as a shoe retailer here, 
headed the list of veteran business men 
honored at a recent Old Timers’ Night 
program sponsored by the Chamber of 
Commerce. Mr. Potter, who is 90 years 
of age and in good health, was believed 
to be the oldest active shoe man in 
the United States at the time of his 
retirement a few weeks ago. 


Remodel Waterbury Store 


WATERBURY, CONN. — The Spencer 
Shoe Co., returning to Waterbury, is 
making extensive changes in a large 
store at 110 Bank street, formerly oc- 
cupied by a Kresge unit, preparatory to 
opening. Cost of the remodeling pro- 
gram is estimated at nearly $7,000. 
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New Women's Department 
Opened in Walter's 


Detroit, MicH. — A new exclusive 
women’s shoe department has been 
opened at Walter’s, Inc., on Washing- 
ton Boulevard and Clifford Street. The 
store itself is considered to have the 
best corner location of any women’s 
shopping store along the important 
Washington Boulevard district. 

The new department is under lease 
by Arnold Bramson, who was formerly 
a partner in the McBryde Boot Shop, 
Detroit, and was for ten years with the 
Panor Shoe Company, with headquar- 
ters in Des Moines. 

The entire mezzanine of the Walter’s 
store has been taken over for the shoe 
department, in a general policy of 
store enlargement, that may, incidental- 
ly, include still another enlargement for 
the shoe department because of good 
results to date. 

The shoe department itself is finished 
in natural finish maple, trimmed with 
a darker colored wood, also in lacquered 
finish. A large oval mirror on one side, 
and a deep shadow box on the other 
relieve the wall layout, the other side, 
being open to the store floor below. 
Open stock, with neat brown boxes, 
matches well with the general wood- 
work scheme. Additional stockroom 
space is provided in a closed-off por- 
tion of the mezzanine. 

The department is fitted with occa- 
sional chairs in several designs, as 
well as two settees. Carpeting is in 
burgundy shade. 

An unusual store tieup has been 
promoted through the use of contests 
for salesgirls in other departments. 
The five girls bringing in the largest 
number of customers to the shoe de- 
partment each month are each given a 
pair of shoes as a prize. 

With ten windows available, one 
window space is usually devoted to 
shoes. In addition, practically every 
window contains appropriate footwear, 
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Window That Sold Shoes 
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There's a lot of pep and "swing" in this attractive Fall window display, used early this season 
by The Emporium, of Jackson, Miss. It produced business, too. H. P. Walker, of The Emporium 
Shoe Department, called it “the best selling shoe window we have ever had." 





displayed to go with the costume fea- 
tured there. Other important displays 
are put on right in the store proper, 
principally on the coat and dress floor. 

Walter’s specializes in the younger, 
exclusive trade, and only high styles 
for this trade are stocked. 


Paul Seigel Returns from Abroad 


CuHIcaGo, ILL. — Paul M. Seigel, 
buyer for O’Connor and Goldberg, who 
has taken over merchandising of wo- 
men’s shoes since the death last Spring 
of Julius A. Goldberg, returned Mon- 
day, November 2, after six weeks in 
Europe viewing Spring styles. 

According to Harry Roseman, man- 
ager of O’Connor & Goldberg’s exclu- 
sive women’s salon at 23 E. Madison 
Street, sandal oxfords will be in vogue 
next Spring. Because of its popularity 


this season, British Tan is expected 
to predominate, with blue a close sec- 
ond, in colors. 

Right now, black gabardine with 
braid, and calfskin trimming, is the 
most popular material. High-heeled 
oxfords are the most popular style 
and “Youthies” are in demand. The 
new ankle-height booties are not sell- 
ing well, Mr. Roseman said. 


Cannon Opens New Unit 


BALTIMORE, Mp.—The Cannon Shoe 
Company, now has two local Roy 
Logan shoe shops with the opening of 
its second unit at 425 E. Baltimore 
Street. The other store is at 425 South 
Broadway. Men’s shoes at the one 
price of $2.65 are carried. It is the 
only shoe store in the city carrying 
a one-price line of shoes exclusively. 
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SCOTT FOOT APPLIANCE CO. !»¢. 


BOOT AND SHOE RECORDER,: November 7, 1936 


SCOTT'S. 
HEEL STRAIGHT PADS 


CORRECT CAUSE OF RUN OVER SHOES 


These pads train the wearer to step evenly on the heel. 
Made with good grade of topping 

and highest quality sponge rub- 

ber, they are very reasonably 


NEEDS THIS ITEM. 
Packed one pair in Carton 


Small Medium 
3-4-5 6-7-8 


GATEWAY BLDG., OMAHA,NEBR. 


priced. EVERY DEALER 


Large 
9-10-11 


Dealers’ Price 
$1.10 Dozen Pair 
$12.00 Gross Pair 


Postage paid on 3 Dozen 


Write for complete folder 
showing full line of Scott 
Foot Appliances. 





Wise Store Enlarged 
and Remodelled 


Detroit, MicH.—The Wise Shoe 
Company, at 1059 Woodward Avenue, 
is completing a major program of ex- 
pansion that will make this in effect 
a six-story shoe store. The main win- 
dows have been deepened, cutting off 
eight feet from the first floor, but the 
three former selling floors have been 
increased to five, with the basement 
used for service departments only. 

Each floor of this exclusive women’s 
shoe store has been laid out on a 
similar plan, divided, to a certain ex- 
tent, into two rooms or departments 
by the twin elevators in the middle. 

The floors are finished in natural- 
finish maple, with a lighting and color 
effect designed to eliminate all shad- 
ows. This includes a new shade of 
pink designed to absorb shadows on 
the upper walls. All stock is open, 
requiring little extra space for storage 
purposes. Lighting fixtures, of a spe- 
cial type, are modernistic, with the 
basic design in chrome circular style. 
New carpeting, with a rose taupe 
basis, floral pattern, has been installed. 
Each floor has its own hosiery coun- 
ter, running thirty feet in length, an 
unusual size for a store using several 
departments of this type. Hosiery to 
match the shoes sold on that floor are 
stocked on each. The handbag depart- 
ment is on the first floor, where some 
additional hosiery stock is carried to 
meet..the drop-in trade. 


Installs Shoe Department 


STAMFORD, CONN.—Moving from 19 
Atlantic Street to 35 Atlantic Street, 
Roberg’s Sports Shop, sporting goods 
firm conducted: by Philip Roberg, has 
installed a.men’s-and boys’ shoe depart- 


ment, a new departure for the concern. 
The sporting goods business was estab- 
lished in 1925. 


Fred Ullman in New York 


New YorkK—F red Ullman, creator of 
shoe styles, has moved his business to 
this city where he has opened offices in 


FRED ULLMAN 


the Marbridge Building, 47 West 34th 
Street, Room 536. Prior to his re- 
moval to New York, he maintained an 
office at 503 North 12th Street in St. 
Louis. 

Mr. Ullman is well pleased with busi- 
ness since his opening in this city and 
is now working with several of the 
quality shoe factories in and around 
New York. 


Breetwor Store Remodeled 


PUEBLO, COLO. — Breetwor’s Shoe 
Mart has recently been completely re- 
modeled, making it one of the most at- 
tractive and modern stores in the state. 

An entirely new color scheme was 
adopted. Contrasting with the dark 
mahogany color of the shelves and fix- 
tures, the interior walls of the store 
are a light cream color which makes 
the store much brighter than formerly. 
The floor is covered with a heavy rust 
colored rug which does not touch the 
walls. The space between the rug and 
the wall is of white mosaic tile which 
makes an effective contrast with the 
dark rug. 

Modern chrome-finished, tubular steel 
fitting chairs, with backs and seats up- 
holstered in soft, blue leather and with 
fitting stools to match, have been in- 
stalled. 

I. S. Breetwor, owner and operator of 
this store, is well pleased with business 
since the remodeling and has received 
many fine comments on the store’s new 
appearance from his customers. 


Xenia Production Stepped Up 


XENIA, OHI0—Production of the 
Xenia Shoecraft plant has been stepped 
up until it is now producing approxi- 
mately 1000 pairs of shoes daily, ac- 
cording to Carl Washburn, plant man- 
ager. Operations have been increased 
by a third during the past six months 
and three different grades of shoes are 
now being made. 

Advance orders now make certain 
the continuance of production on the 
present scale, according to Washburn, 
throughout November and December. 
The plant was started here on Febru- 
ary 25, 1935, with an average output of 
400 pairs of shoes. 
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Morse Opens Two New Stores 


NEw BeEpForD, Mass.—New stores 
have been opened in Salem and Lynn by 
the Morse’s Shoe Stores Corp., opera- 
tors of a chain of retail shoe stores 
throughout this state. 

William St. James has been made 
manager of the Salem store and 
Charles Panza of the Lynn store. 

The company has also completed the 
remodeling of its stores in Fall River, 
Cambridge and Woonsocket, R. I., where 
new fronts have been installed. Frank 
T. Barlow, for several years assistant 
manager of the local Morse store, has 
been made manager of the Cambridge 
store. 

The local store is now in charge of 
Eliot Shoolman, treasurer of the cor- 
poration with Melvin Smalley as as- 
sistant manager. 

The Morse chain reports an average 
gain for all stores of about 12 per cent, 
comparing the present Fall season from 
August 15 to October 15 with sales for 
the same period of last year. Some 
stores have exceeded last year’s sales by 
20 per cent or better. 


Fall Business Better 


WORCESTER, Mass. — Business the 
past few weeks during the Fall sea- 
son, has been considerably better than 
that for the 1935 Fall season, accord- 
ing to Frank E. O’Donoghue, president 
and general manager of Foot Health 
Headquarters, Inc., shoe retailers. 

The company is now featuring a new 
low price line retailing at $6.50, which 
is proving popular. 

The company has launched a series 
of radio spot flashes, of about 100 
words in one minute, twice each week. 
The afternoon of the first broadcast 
brought in three new customers, who 
said they heard the radio advertising 
and came right in, which leads the com- 
pany to believe that this form of ad- 
vertising will prove a direct sales 
influence. The particular announce- 
ment was concerning a new medium 
priced line. 


Footballs Given to Boy 
Customers 


PORTLAND, ORE.—Tying-in to the 
football season and winning friends 
among the lads, Spellman’s Buster 
Brown Shoe Store, recently opening at 
the corner of Morrison and Park Ave- 
nue here, has been distributing foot- 
balls to boys buying shoes. These have 
been much relished gifts these crisp 
Fall days when footballs are in the air. 


Opens New Department 


NEw ORLEANS, LA—The Feldman 
Shoe Store, which for years has special- 
ized in women’s and children shoes at 
155 Baronne Street, has opened a new 
department for men and boys, at popu- 
lar prices. 
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Spring City, Pa. 


—And the Stage Is Set for Every Shoe Store 
To Win the Praise of Its Hosiery Customers. 


STEPPING along across the stage of feminine approval in 
close harmony these only perfected runproof stockings on the 
market today offer every shoe merchant a real opportunity 
for a holiday season sell-out—and it’s because their new pat- 
ented lockstitched construction absolutely prevents runs in 
any direction—EVER. 


We offer for your complete approval the following Cast of 
Popular Characters. 


Rum Away Playing the lead as usual, and the favorite with 
those who demand high style first of all. It retails at $1.35. 


Went Peum—that ever popular performer. Retailing at 
$1.00 it is exactly the stocking for women who must be 
economical in their buying. 


—And, last but not least, that new and charming Ingenue, 
Wort Rum Debbies—a kneelength runproof stocking, just the 


thing for sports and evening wear, and retailing also at $1.00. 


Sehuylkill 


Valley Mills, Ine. 


New York, Empire State Bldg. 
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ll a ellie 


Men's Shoes 


SAO 68 EO, 68 6 AF EE 


“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 





ll lhe 


Ski Boots 


6 hE 6 oe 


 SAWYER'S 
SKI BOOTS 
RIGHT IN QUALITY y 


R. J. Sawyer, inc., 2 Main St., Freeport, Me. 





i li ac el he hi ad 


Men's and Women'sSlippers 


il eee ll la i ala 





The Mondl “Hi-Lo” 
For Men and Women—Stock up now. 
Don’t miss sales for lack of sizes. 


Ne. 464 For Men. Sizes 6-12. Made from combed 
Hi heepskin, with stitchdown oak soles 
leather bow. 


.. “Littleway”’ k- 
oak leather soles, rub- 
Ly trimmed with 





Manufacturing Co., Oshkosh, Wis. 











Buster Brown Sample | 
Room Remodeled 


Los ANGELES, CALIF.—The sample 
rooms of the Buster Brown line in 
the Hotel Hayward have been com- 
pletely remodeled and redecorated. In 
planning out this room, T. H. West, 
local Buster Brown representative, sec- 
tionalized his samples precisely as a 
shoe store is merchandised. Twelve 
separate display cases, one for each 
merchandising division of his line, 
make this room most practical from 
a buying point of view. 
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Bata Opens St. Louis Office 


St. Louis, Mo.—Julius Weigert, who 
has been connected with the Bata Shoe 
Company, Inc., for many years, has 
opened a St. Louis office for them, at 
503 North 12th Boulevard. This is 


JULIUS WEIGERT 


one of the regional offices for the Bata 
Company also has offices at New York, 
Boston and Los Angeles. 

Mr. Weigert states that the purpose 
of opening the St. Louis office is to con- 
tact the trade more thoroughly. 


Weyenberg Shows Increase 


MILWAUKEE, WIis.—The Weyenberg 
Shoe Manufacturing Co. here, for the 
first nine months of this year, reports 
a net income, subject to final audit, of 
$3.50 a share on 72,391 shares of capi- 
tal stock outstanding, after provision 
for depreciation, interest and income 
taxes, but before possible surtaxes on 
undivided profits. 

In the corresponding period a year 
ago, the company netted a little over $3 
a common share on 68,600 shares then 
outstanding after provision for divi- 
dends on the preferred stock. 

Balance sheet as of September 30, 
last, shows current assets of $4,590,000, 
including cash of $272,000, and current 
liabilities of $2,231,000. This compares 
with current assets of $3,490,000, cash 
of $189,000 and current liabilities of 
$1,299,000 on September 30, 1935. 

Weyenberg in recent years has 
spread its operations over five plants 
located in as many cities in Wisconsin 
and Michigan. 


Wall-Streeter Salesmen Meet 


An enthusiastic get-together of sales- 
men covering the country for the Wall- 
Streeter Shoe Company was held re- 
cently at the factory in North Adams, 
Mass. The Spring lines of Style-Eez 


WHAT 
BECOMES 
‘of today’s children 
... your customers? 


They become adults. What re- 
places the juvenile business lost in 
this transition? Graduates from 
baby shoes. 
The national pa nay and ie 
larity of Ideal Ba Shoes has 
created a natural pathway leading 
from baby shoes into your juvenile 
department. if 
Ideal Flexible Hard Soles fit be- 
tween the soft sole baby shoe and 
the bo fa a juvenile shoes. They 
attract and satisfy parents who 
have learned from experience that 
footwear labeled Ideal is emi- 
nently satisfactory. 
In_ stocking Ideal Flexible Hard 
Soles you guarantee yourself a 
reater share of the new juvenile 
usiness. 


Write today for details! 
MRS. DAY'S IDEAL BABY SHOE CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft 
Sole—Iintermediate and 


IDEA 


FLEXIBLE HARD SOLES 

which will bring more children into your 

store for their first pair of full-fledged 
y) juvenile shoes. 








and Foot Pals for men were shown to 
the salesmen and met with a great 
reception. Among those present, in 
addition to the officers of the company, 
were Frank Sullivan, who covers the 
South; Joe Jones, Middle Atlantic 
States; Bill Brennan, New England 
and New York State; Jack Elledge, 
Kansas, Missouri and Nebraska; Paul 
Jenkins, Ohio, Michigan, Indiana and 
Kentucky, and C. E. Cox, the Far West. 
It is the claim of this company that it 
has kept its factory running at capac- 
ity throughout the depression. 


Expect Good Spring Business 


Salesmen from many parts of the 
country gathered in North Adams, 
Mass., recently to attend the sales meet- 
ing called by officials of the Gale Shoe 
Manufacturing Company. They fore- 
see a very active Spring season and 
have left for their territories in an 
exceedingly optimistic frame of mind. 
The Gale line includes womens and 
growing girls’ Goodyear welts noted 
for their styling and the wide variety 
carried in stock. Salesmen who at- 
tended the meeting were Dan Honig, 
St. Louis, Mo.; Leonard Solomon, De- 
troit, Mich.; Marcus Swan, Columbus, 
Ohio; Sidney Horowitz, Philadelphia, 
Pa.; Max Kaden, Newark, N. J.; 
James Duckett, New York City; George 
Timson, Lynn, Mass., and Samuel 
Aronson, Boston. 





4 


‘BOOT AND SHOE RECORDER, November 7, 


1936 


WORLOS LARGEST SELLING FOOT REMEDY 


No Other Method Does This 3-Way Job! 


The enormous popularity of Dr. Scholl’s Zino-pads—the 


largest-selling foot remedy in 
that they no A the needs ve sufferers 


the world—is due to the fact 
from corns, callouses, 


bunions and sensitive spots on the feet and toes more completely 


and safely than any other method. 


Dr. Scholl’s Zino-pads are thin, soothing, healing, cushioning. 
Easy | to ae wors: worn invisibly. Waterproofed to resist moisture; 


won’t stick to stocki 


<for Corns 


ing or come off in the bath. Each ae 
contains 12 Pads and 8 Medicated Dis the 


greatest value in a truly scientific foot treatment. 
It pays to push this Nationally Advertised product! 


—2 Kinds— 
NEW DE LUXE, flesh color, wate: proof, retail, 35¢ 
STANDARD WHITE, retail, 25¢ 


Dr Se cholls 


ads 


Zin one O- 


pain is gone! 





Increased Demand for 
Bowling Shoes 


INDIANAPOLIS, IND.—Arthur Brown 
of the Marott Shoe Store reports an 
unusual demand for bowling shoes. 
Now that the season of bowling is on, 
the calls for bowling shoes has in- 
creased beyond expectations. In fact, 
more of these shoes are being sold new 
than ever before. 

Reverse calf in brown and gray, in 
alligator trim, with and without tips 
and leather heels are also very popu- 
lar and in good demand. Norway pat- 
terns in tans and black reverse calf 
are especially wanted by the student, 
and the high school boys. “Business has 
been showing steady gains over the 
same period of last year, and the calls 
for better footwear are encouraging. 
People are buying more and better mer- 
chandise,” said George J. Marott. 


Sales Rise With Cooler Weather 


INDIANAPOLIS, IND.—Cool inclement 
weather here has stimulated the shoe 
business to some extent. H. W. Ball- 
man, manager of the W. L. Douglas 
store reports suedes in black a strong 
seller with an unusually heavy demand 
for grain leathers. Pointed toes are 
very popular in all footwear. Mr. Ball- 
man is looking forward to a good Fall 
and Winter season, in both men and 
women’s shoes. 


Trade 
Literature 


Issues In-Stock Catalog 


The J. J. Grover Shoe Company of 
Stoneham, Mass., has just issued its 
in-stock catalogue of shoes for this 
Fall and Winter. Style and comfort 
are stressed throughout the 16-page 
booklet—featured shoes being Grover’s 
“Nature’s Way” and the “Balanced 
Tread” lines. The book is illustrated 
with line sketches of the shoes—a total 
of 39 numbers being shown, including 
oxfords, straps, boots, boudoirs and 
slippers. 





New Salesmen With Vulcan 


PoRTSMOUTH, OHIO—Vulcan Corpo- 
ration announces the addition to its 
sales force of Roy Link for Ohio, Jo- 
seph McNamara and Ernest Eiche for 
the St. Louis district, and C. L. Hager- 
man for the Chicago-Milwaukee terri- 
tory. These men were formerly with 
the Dayton Last Company, which Vul- 
can purchased a few weeks ago. 

Ted Bruno continues in the Chicago- 
Milwaukee district as model maker and 
salesman, giving his attention prin- 
cipally to men’s lasts, while Mr. Hager- 
man devotes most of his attention to 
women’s. 


Fashion Bootery in Remodeling 
Program 


SEATTLE, WASH.—The Fashion Boot- 
ery, now at 216 Pike Street, is figuring 
prominently in a $50,000 remodeling 
program for the Republic Building in 
which it is located. Going modern with 
all the trimmings, this building will 
provide a handsome new salon of the 
smartest sytle at 214 Pike Street into 
which the Fashion will move upon com- 
pletion of the vast program of recon- 
struction. Into the fine new store that 
will be a setting of charm, there will 
be resplendent fixtures, a heating and 
ventilating system, new illumination, 
and a new front on Pike Street. 

Messrs. M. Siegel and J. Porad are 
the owners of this retail shoe business 
which originated in Seattle and still 
has its headquarters in the Republic 
Building, but which has branched out 
along the Coast, with stores in the two 
other Coast states of California and 
Oregon. 


Discontinues Women's 
Department 


PROVIDENCE, R. I.—Bernard’s wo- 
men’s specialty apparel shop, 172 
Mathewson Street, has discontinued its 
women’s shoe department which was 
started several months ago under the 
management of Sidney Sandler. 








Stock 


Pateat Leather 

Women’s $1.55 e 
Misses’ $1.45 

Misses’ Sizes 


11-2 


—— nia yy 
‘omen’s $i. 
Misses’ $1.50 A-B-C 2'2-8 


—— OWENS SHOE Co. 


——= 28 Goodhue St., Salem, Mass. 





Bowling Shoes 


| ial 


PROFESSIONAL 
BOWLING SHOES 


Men's 
$2.45 


Ne. 240 


BROOKS SHOE MFG. 


Swanson & Ritner Sts., 








To Make Shoes in Dover 


Dover, N. H. — Saks & Co., shoe 
manufacturers, are expected to start 
work in this city during the late Fall. 
A crew is busy at present repairing the 
old shoe factory on Horney Street, and 
the Saks officials expressed a wish to 
start operations as soon as possible. 

L. B. Williams, Peabody Heel Co., 
Farmington Shoe and other companies 
report a steady business for the im- 
mediate future. 


Obituaries 


Herbert E. Gale 


NorTH ADAMS, Mass.—Herbert E. 
Gale, 72, president of Gale Shoe Manu- 
facturing Company in this city, died 
October 23, at his home in Swampscott. 

Mr. Gale had been in failing health 
for many months past but he remained 
the head of the corporation to the time 
of his death and until very recently 
had kept an active part in the direction 
of its affairs from its Boston office. 

He was born in Haverhill and re- 
ceived his education in the public 
school of that town, at Phillips Andover 
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ELAM'S 


PRE-WELTS 


Academy and at Harvard University 
where he was a member of the class of 
1888. His father had for many years 
been prominently identified with the 
shoe industry and with banking in 
Haverhill. Mr. Gale entered the shoe 
manufacturing business that his father 
had founded, succeeding the latter as 
its head upon his death. 

The industry, after operating for a 
number of years in Haverhill, estab- 
lished a plant in Manchester, N. H., 
where in the course of time its opera- 
tions were largely centralized. It was 
from Manchester that it moved to this 
city nearly two and one-half years ago 
to take over and occupy the building of 
the North Adams Industrial Company 
that had previously housed the George 
E. Keith and the Melanson Shoe com- 
panies. 

Mr. Gale left the active management 
of the manufacturing and of the busi- 
ness largely to his son, John E. Gale, 
treasurer of the concern, while he de- 
voted his own attention to the admin- 
istrative affairs of the enterprise at its 
Boston office. 

Mr. Gale is survived by his wife and 
five grandchildren. 


Gurdon B. Coates 


New York.—Gurdon B. Coates, for 
80 years traveling salesman for Hanan 
& Son, died in Hollywood, Florida, on 
Sunday, Nov. 1. With his trunks and 
his samples, he was covering his terri- 
tory and died in harness. He had re- 
cently purchased a home in Florida and 
had hoped to retire and enjoy it. 

He was one of the well-known shoe 
salesmen of the country, traveling the 
East, Middle-West and parts of the 
South. 

He leaves a widow and_ two 
daughters. Funeral was from Niantic, 
Conn. 


Joseph H. Hanan 


New York—Joseph Harry Hanan, 
66, secretary of Hanan & Son, Inc., 
shoe manufacturers, died Thursday, 
October 29, at his home, 792 East 
35th Street, Brooklyn. 

Mr. Hanan had been with the com- 
pany for more than fifty years and 
was well-liked by his many friends 
in the shoe trade. 

He is survived by his widow and 
two daughters. 

Funeral services were held Sunday, 
November 1, at the Fairchild Chapel 
in Brooklyn. 


George T. Mills 


BALTIMORE, Mp.—George T. Mills, 
wholesale shoe merchant of this mar- 
ket, died at his home, 2960 Wyman 
Parkway, following an illness of more 
than a year. Mr. Mills, who was en- 
gaged in the wholesale shoe business 
for many years, traded as the Geogre 
T. Mills & Co., and operated, up until 


1936 


IN-STOCK 


TYLE 300 

PATENT LEATHER 

SIZES 2 to 8 

The children's shoe retailer is a valuable 
asset to his community. He offers a real 
service in providing good health to the 
growing youngsters. And he can capitalize 
on his importance to the trade he serves by 
selling Elam's. He will be selling a line that 
pleases the wearer, the parent, and above 
all,—himself. 








the last few years, at 202 West Pratt 
Street. His long connection with the 
wholesale shoe field made him a well- 
known figure to the trade, here and 
his connections extended outside this 
market. 

Mr. Mills is survived by his widow, 
Mrs. Agnes F. Mills, and three daugh- 
ters. 

Funeral services for Mr. Mills, were 
held in SS. Philip and James’ Catholic 


"Church, and burial was in the New 


Cathedral Cemetery. 


Mrs. Elizabeth E. Brouwer 


MILWAUKEE, WIs.— Mrs. Elizabeth 
Ellis Brouwer, wife of Stephen J. Brou- 
wer, prominent Milwaukee shoeman, 
passed away Friday, October 30, after 
an illness of several months. 

Mrs. Brouwer was born in Canada, 
and spent her girlhood days in Hamil- 
ton, Ontario. She later moved to Glen- 
coe, Illinois, where she lived until the 
time of her marriage in 1904. 

For the past thirty years the Brou- 
wers have lived in Wauwatosa, a 
suburb of Milwaukee. Mrs. Brouwer 
was very active in the Wauwatosa 
Women’s Club, and in church circles. 
She was a great lover of the outdoors 
and of flowers, and her garden was a 
show place, the flowers of which pro- 
vided a cheery atmosphere for tlie 
Brouwer Shoe Company all during the 
season. 
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GIVE SOME THOUGHT TO GIVING 


We’re running into the gift giving season. 
Your hosiery department will enter its busiest 
season of the year. In making a real money 
maker of your department, give some thought 
to displaying your hosiery. For displayed ho- 
siery will sell quicker, will sell in greater 
pairage. 


Use Fairy Forms for your hosiery displays. Set 
them up on the counter. Place them in your 
windows. They duplicate the human leg to 
perfection. They’ll bring out every fine detail, 
show the actual weave and construction. And 
they'll help you sell more hosiery. Write us 
today. We'll send you complete information 
and prices on the hosiery form that will build 


Sell 


OROTECTED BY AMERICAN Shoes AND FOREIGN PATENTS 





your business! 


SHOE FORM CO., Inc. 


AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Paris 
France 


Northampton 
England 
Melbourne, Australia 


Frankfort 
Germany 
Mexico City, Mexico 











All Styles Selling Well 


Detroit — Commenting on current 
styles, William Fein, manager of 
Allen’s Smart Shoes, 1051 Woodward 
Avenue, told the RECORDER correspond- 
ent: 

“All styles in women’s shoes are sell- 
ing nearly equally well this fall. Green 
has been very good, with the leading 
colors, in order, black, brown, green, 
and burgundy. 

“Suede models of course are away 
ahead of everything else in popularity. 
However, calfskin and kids will swing 
into the lead with the coming of the 
galosh season. 

“Business is better generally than in 
1935, with the percentage of increase 
steadily improving.” 


Trull Store in New Location 


New Beprorp, Mass.— The Trull 
Walk-Over Shoe Store, in moving to 
its newly-remodeled and modernized 
store at the corner of Union and 
Pleasant Streets, will become known as 
Trull, Cunniff & Cunningham. The busi- 
ness is operated by Hugh Cunniff, Carl- 
ton Trull and Arthur A. Cunningham. 

The store will feature Bostonians, 
Walk-Over and Mansfield shoes for 
men and Walk-Over, Carol-Anne and 
Natural Bridge lines for women. 


Duncan Has New Sales Room 


SEATTLE, WASH.—F rank Duncan has 
opened a new sales room at 1111 Third 
Street. The findings house which bears 


FRANK DUNCAN 


his rtame is rapidly becoming an im- 
portant factor in the Northwest. Mr. 
Duncan is president of the Pacific 
Northwest Shoe Travelers Association. 


John Irving Store in 
New Quarters 


PROVIDENCE, R. I.—The John Irving 
Shoe Store has removed from 242 West- 
minster Street to 200 Westminster 
Street, to a newly-remodeled store of 
modernistic appointments and contain- 
ing considerably more space than their 
former quarters. Since moving to this 
location, five regular employees have 
been added to the staff, which now com- 
prises 12 with more than 20 hired on 
Saturdays and holidays. 

The new store accommodates 80 
chairs in comparison to 46 in the old 
store and stock quarters allow for car- 
rying 4000 more pairs of shoes than 
they were able to carry in their other 
store. This store has a large basement 
and a much larger street frontage 
which greatly enhances their window 
displaying activities. 


Family Shoe Corp. 
Opens in Miami 

MIAMI, FLA.—The Family Shoe Cor- 
poration, New York City, is opening a 
branch in Miami at 20 West Flagler 
Street. Complete lines of shoes for the 
entire family will be carried. N. Miz- 
rachi, president of the company, has 
moved to Miami with his family and 
will manage the local store. 











Riding Boots 


i ei i i 


Kenhendall 


BOOT CO. 
Omaha, Nebraska 


























LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
Men's, Women's, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Alse Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 


COLT CROMWELL CO. 
New York City 
524 Santa Fe Bidg. 
Dallas, Texas 


Se. Les Ai 
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Enjoy Good Sales Increase 


CINCINNATI, OH10.—The L. V. Marks 
and Sons Co. have enjoyed a striking 
increase in sales volume, This increase 
was rather marked in August, when 
sales reached the highest monthly vol- 
ume since 1900. The September fig- 
ures were still higher by 10 per cent. 

The’ development of large in-stock 
departments in both of their factories, 
at Augusta and Vanceburg, Kentucky, 
giving prompt fill-in service, has con- 
tributed a great deal to increase vol- 
ume of sales and production. 













Men’s, Women’s and Roys’ 
Sizes 


Style 1010—Approved “Tilt-for- 
ward quarter.” Full chrome brown 
waterproof uppers. Reinforced box 
toe and counter. Heavy steel 
shank. 3 full leather soles, solid 
composite grooved heel. Will do 
the same job as a $10 boot. 
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The Olympic’? SKI BOOT 


25 other Ski Boot styles in stock retailing 
from $5 to $10.50. Write for new catalogue. 


A. SANDLER CO., 200 Essex Street, Boston, Mass. 
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. Price 


$2.85 


In Stock 



















Glass Front Strikes Novel Note 





BIRMINGHAM, ALA.—A distinctive effect is given the front of the new Jarman shoe store, 
distributor of Friendly Shoes, by the use of glass bricks. The glass has colored back-lighting 


for further ornamental effect. 


Note also the unusual arrangement of the show windows, so that casual shoppers may see 


the interior of the store. The entrance door is on the right side of the entrance way. 





Officers Named for Hide 
and Leather Assn. 


Cuicaco, Int.—At a recent dinner 
meeting of the directors of the Hide & 
Leather Association of Chicago at the 
Traffic Club in the Palmer House, the 
following were named on the slate of 
officers to be voted on at the annual 
banquet at the Medinah Club December 
4: 


Chairman of the board, Thomas P. 
Gibbons, Cudahy & Co.; president, 
George H. Elliott, George H. Elliott & 
Co.; first vice-president, Henry Fisher, 
Armour Leather Co.; secretary-trea- 
surer, Charles F. Becking, president of 
Hide & Leather. 





Strange As It Seems 


Boston, Mass—No matter what 
happens, leather men usually land on 
their feet. The latest man to prove this 
theory is “Hank” Sleeper, salesman for 
the Colonial Tanning Company. As he 
was driving along a clear road in 
Maine recently, Mr. Sleeper’s front 
wheel hit a soft shoulder, the car turned 
turtle and rolled down a bank, “When 
it stopped rolling,” says Mr. Sleeper, 
“I found myself standing on the top of 





the car instead of on the floor. I was 
not injured at all, except for a slight 
shaking up.” “The car was not 
damaged in the least,” he adds in a 
letter to the Boor AND SHOE RECORDER: 
which gives all the details. “Not even 
a window was broken.” 





Leases Shoe Department 
in Aberdeen 


ABERDEEN, WASH.—A new shoe de- 
partment has been opened in the Wolff 
Department Store with Adams & Light 


controlling the concession. Shoes re- 
tailing from $4.95 to $7.50 are being 
carried. The department is most at- 
tractively fitted up in white hemlock 


and chrome furniture. 


Schless Store Modernized 


BRIDGEPORT, CONN.—Jacob A. Schless. 
who has operated a shoe store at 637 
East Main Street for many years, is 
modernizing. The entire store interior 
is being altered and new fixtures will 
be installed. New modern display win- 
dows will be another feature. 
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QUICK HELP FOR 
SHOE RETAILERS 


This is the first and only book of its kind; an en- 
eyclopedia of practicable, workable ideas for the alert, 
experienced merchant. Not a theory in the book—all 
“rock bottom” facts. ... It is NOT just another shoe 
book, but offers the shoe merchant the best ideas from 
almost the entire retailing field for instant adaptation 
to his requirements... . 


“2222 RETAILING IDEAS” 

Enables you to put ideas into action from the hour it reaches 
your hands. Concise, all “meat,” it is ten 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
details. Some of the 39 CHAPTERS— 


Ideas for Shoe Selling, Display, Stock-keeping 
Advertising Ideas . _ 


Managemen 
Merchandising Ideas 
Ideas 


Ideas That Attracted 
to Attract 


Anni Sale Ideas 
Spring and Summer Ideas 


39 Chapters Voting Contest Ideas 
Mailing List Ideas 


337 Pages Dollar Day Ideas 


$3-00 Hosiery dese 


leas 
PAID 
Please re- 
mit with 
order 


239 West 39th Street 





Prize, Discount and Gift Ideas 
Unusual and Miscellaneous Ideas 

t and Economy Ideas 
suokre-= 
Ideas ae cone More Attractive 

Christmas Crowds 

Ideas for Merchants Who Get Together 
Ideas Children 
Cash, Credit and Collection Ideas 


2222 ideas, seven for a cent; one used 
more than pays for the book 
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Sparkling* MY CHEERFUL 


Shoe Store interiors are made possible with 
HOWELL CHROMSTEEL FURNITURE. 
Its shining chromsteel frame work set off with 
brilliant colored fabrics reflect the obvious good 
taste of the shoe store or department. 


Write for the new HOWELL catalog, illus- 
trated in color. 
gestions for you. 


LOUISE: 


It contains many helpful sug- 


ST. CHARLES 
ILLINOIS. 





Just Bundle Wrapping 
[CONTINUED FROM PAGE 49] 


for already it is occasionally possible 
to discover, among the inexperienced 
girls in a footwear department, one or 
two men or women who actually know 
something about shoes. But if these 
stores try to compete for America’s 
shoe business on the basis of skilled 
service, they must needs sacrifice some 
of the advantages of their peculiar 
business organization and procedure. 

At any rate, however, it is not sensi- 
ble to minimize the present and future 
extent and importance of quick, cash, 
no-service shoe selling. Far removed 
though it may be from the ideals of 
shoe merchants who have the profes- 
sional attitude toward their business as 
a service to the community, neverthe- 
less it presents a certain essential ele- 
ment in the merchandising situation: 
Uncounted thousands of young people, 
women and even men, who are accus- 
tomed to do much of their shopping in 
stores of this sort, believe that the 
footwear they find in these stores will 
meet their needs satisfactorily, believe 
that it represents good value at the low 
prices, and are willing to buy their 
footwear without any of the services 
which characterize the exclusive shoe 
store. 

The service-less or limited-service 
merchandising of shoes is, of course, 
chiefly the shoe retailers’ problem. In 


proportion to the number of purchases 
of footwear in these stores, full-service 
shoe stores will sell just so many thou- 
sands less pairs. No shoe merchant who 
carries popular price goods can ignore 
this problem if it appears in his com- 
munity. Each merchant will study it 
in relation to his own trading area. 
Some stores may try, quite hopelessly, 
however, to get a portion of this low- 
price business by imitating the five- 
and-ten set-up in a special bargain sec- 
tion providing only bundle-wrapping 
service. Others may try to mix some of 
the five-and-ten methods with a limited 
amount of usual shoe store service. 
But shoe stores are proverbially ser- 
vice stores and will solve this problem, 
as they have solved others, by educat- 
ing their customers in a knowledge 
and appreciation of the value of scien- 
tific shoe service. They might elimi- 
nate some of the horn-blowing in their 
advertisements, and substitute inform- 
ation about quality in shoe design and 
shoemaking and about good fit and 
its relation to foot comfort and effi- 
ciency. They will certainly find it 
necessary to adhere to the professional 
attitude and spirit as standards in 
store management, and to make this 
attitude and spirit a part of the dis- 
cipline and training of their sales 
force. For in the ultimate analysis, 
the place where the store organiza- 
tion is going to influence the trade of 
the community is the selling floor, and 
the fate of the business of shoe retail- 


ing rests with interested and edu- 
cated salespeople trained for intelligent 
service. 


New Shoe Store for Hot Springs 


Hot Sprincs, ArK.—The Dixie Shoe 
Store, 826 Central Avenue, formally 
opened October 24. Clyde Bell is man- 
ager. The store, which is next door to 
the Goddard Hotel, has been complete- 
ly rebuilt with modern and attractive 
decorations on the interior. Mr. Bell 
has been connected with the shoe busi- 
ness in Hot Springs for the past nine 
years. 


Raymond D. Stitt 


PITTSBURGH, PA.—Raymond D. Stitt, 
57, local shoe traveler, died in St. 
Francis Hospital here October 24. 
Funeral services were held October 26. 
Mr. Stitt was a well-known member in 
the shoe trade in this territory and 
was prominent in several Masonic or- 
ganizations. He is survived by his wife 
and three children. 


Launches Remodeling Program 
New HAveN, Conn.—A remodeling 


program, to cost $4,500, has been 
launched by the Regal Shoe Co., 110 
Church Street, in the heart of the 
downtown shopping district. A front 
stairway will be removed and the whole 
interior remodeled. 
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Shock and Ray proof. 
Sold on easy terms. 


Adrian X-Ray Shoe Fitter, Inc., Milwaukee, Wis. 
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. MEN’S and WOMEN’S 


BOWLING SHOES 
24 Styles in stock 
$1.60 to $3.10 
Write for folder 
ROVICK 
Theatrical Shoe Co. 
Manufacturers 
325 W. Madison St. 
Chicago, Ii. 
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Kinney Store Goes Modern 


HARRISBURG, PA.—Interior view of the newly-remodeled G. R. Kinney Shoe Store, 319 
Market Street, showing fixtures of modernistic maple, indirect lighting, new shelves and chairs. 
The manager, S. S. Dunkleberger, reported that business has shown a decided increase since 
the renovation. Two elevators and a stairway were removed to permit greater floor space. 





Opens New Children's 
Department 


PROVIDENCE, R. I.—A new infants’ 
and children’s shoe department has been 
opened on the fifth floor of the Cherry 
& Webb Co., local women’s specialty 
store. The new department is under 
the direction of William Cherry, Jr., 
and is under the management of Wil- 
liam Lappen. 

Mr. Lappen came to Cherry & Webb’s 
about a year ago to do merchandising 
work, and is now floor manager as well 
as manager of the shoe business. He 
was previously associated with Caeser 
Misch, men’s and women’s specialty 
store. 

The new department features a com- 
plete range including infants and up 
to size eights. It has been featured in 
newspaper, direct-mail and radio ad- 
vertising the latter including spot 
flashes and a Saturday morning pro- 
gram over WPRO, owned by the Cherry 
& Webb Co. 


Shortage of Shoe Salespeople 


MILWAUKEE, Wis. — Increased busi- 
ness for retail shoe stores here has re- 
sulted in a dearth of experienced shoe 
salesmen, according to reports from 
various local stores. One chain of stores 
reported 10 per cent more clerks than 
it had last year. 

The district manager of a national 
chain operating five shoe stores in Mil- 
waukee declared that when the firm 
opened a new store here it was impos- 
sible to get experienced clerks and that 
they were obliged to draft men from 
their up-state stores for the opening 
day and fill in with inexperienced clerks. 


A. C. Lawrence Increases Wages 


WINCHESTER, N. H.—Announcement 
was made at the A. C. Lawrence 
Leather Company October 29, of an 
increase of five per cent in wages to go 
into effect November 14. The matter 
was handled through the plant assem- 
bly of the local tannery which employs 
about 200. The wage increase is the 
first since the establishment of the 
NRA code in 1933. The minimum wage, 
which is now 40 cents an hour will be 
increased to 42 cents for a 40-hour 
week. 


Stillpass Goes to Cincinnati 


SPRINGFIELD, Mass. — A _ farewell 
party was given by the executives and 
buyers of the Poole Dry Goods Com- 
pany at Hotel Bridgway, honoring Louis 
Stillpass, manager of the shoe depart- 
ment, who goes to Cincinnati, Ohio, 
where he will operate a shoe store. 

Mr. Stillpass received a desk lighter 
and set, presented by J. Clarke Poole, 
president of the company. Guests were 
from Holyoke, Northampton, Hartford, 
Bridgeport and Suffield. Samuel Far- 
ber of Baltimore, Md., will be the new 
manager of the shoe department to 
succeed Mr. Stillpass. 


Crowley Store Reopens 


PITTSBURGH, PA.—The W. J. Crowley . 
Company has reopened its shoe store 
at 1231 Wylie Avenue here, November 
7. Merchandise for the entire family 
is carried in the modernized quarters. 
The entire community was being in- 
formed of the store opening through ad- 
vertisement circulars. 
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five minutes away from 
the business section. : 


PHILADELPHIA, 





The same courteous and competent 
staff will give you the utmost in friend- 
liness, comfort and service. Conven- 
iently located to all stations, and only 


600 ROOMS with baths from $2.50 up 
COMFORTABLY AIR-CONDITIONED 
Lounge and Restaurants 


HOTEL PHILADELPHIAN 


FORMERLY HOTEL PENNSYLVANIA 
DANIEL CRAWFORD, JR., MANAGER 
39th and CHESTNUT STREETS 


the heart of 


PENNA. 
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THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . . . where 
the season's newest and most significant 
shoe styles are now on display. 


Shop the Marbridge Building for authen- 
tic shoe styles. The showrooms of the 





shoe industry's leading manufacturers 

- conveniently assembled under one 
roof ... offer you a splendid oppor- 
tunity to look before you buy. 


1328 BROADWAY ar34°ST 


QS. 


ONALD Mcr. NEWYORK 
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What's New 


New Orthopedic Shoe 


After years of study, Norman D. 
Mattison, M.D., has finally released his 
research and interpretation of a study 
of foot-shoe mechanism which he be- 
gan in 1914. Dr. Mattison studied and 
worked with the late Dr. Harlan P. 
Cole, designer of the Anatomic shoe. It 
was in his office and laboratory, more 
than twenty years ago, that the con- 
ception and development of this shoe 
was made, over the original studies by 
Dr. Lovett, a Boston orthopedic sur- 
geon. They made studies of the foot 
in full weight-bearing. 

The construction of the new shoe is 
described briefly as follows: 

“A shoe built over a last modeled to 
provide a longitudinal axis through the 
second toe (rather than through the 
great toe, as at present), thus promot- 
ing normal foot balance by an equaliz- 
ing of the downward pressure of the 
foot along its outer base tread with the 
upward suspension of the inner foot 
arch, the one compensating the other. 
A shoe so constructed comprehends that 
a foot may either pronate or supinate, 
and therefore ‘it provides a means so 
that between these two extremes the 
foot will do neither—that it will main- 
tain a normal balance or equipoise be- 
tween pronation and supination, which 
results in its greatest expression of 


power and its best adaptation to the 
demands which our modern civilization 
has created for it.” 


Fred Rhodes Named Manager 


SouTH BEND, IND.—F red Rhodes has 
been named the manager of the new 
“Modern Miss Shoe Store” opened here 
at 126 South Michigan Street by The 
Strauss Shoe Company. This adds an- 
other to a chain of stores operating in 
many leading cities. A pair of hose 
was offered free with each purchase of 
a pair of shoes on the opening day, and 
a@ rose was given to each lady visiting 
the store. The store is modernistically 
decorated. 


Big Market for Dance Shoes 


PITTSBURGH, PA.—The importance of 
dancing shoes in the stock of popular 
retail shoe stores is being recognized 
by leading dealers here. Reports from 
the Pittsburgh Dance Teachers’ Asso- 
ciation have it that over 10,000 stu- 
dents, kiddies and adults, are enrolled 
in schools in this territory. Dance 
shoes play an important part in their 
program. Leading the field are tap, 
ballet and toe shoes. The demand is 
also increasing for special merchandise 
from students who undertake other 
types of dancing. 

Jack Bowman, president of the local 
dance masters society states that the 


association will be only too glad to co- 
operate with retail shoe merchants who 
would like to enlarge their dance shoe 
departments. They are welcome at the 
meetings to advertise the supply they 
have on hand. 

The society is now planning an ad- 
vertising campaign to make adults 
dance conscious. Not only will ballroom 
dancing be plugged, but other types, 
pointing out that such work develops 
poise and grace. 


Students Stage Shoe 
Fashion Show 


PITTSBURGH, PA.—A successful foot- 
wear fashion show was presented by 
students of the University of Pitts- 
burgh -before a large crowd in the 
Hotel Schenley here last week. The af- 
fair was arranged by leading shoe re- 
tailers here who contributed the latest 
styles for display at the show. Person- 
able co-eds were selected to serve as 
models. 


Joseph Murarik 


WEsT ALLIS, W1s.—Joseph Murarik, 
59, retail shoe dealer here for 26 years, 
died October 29, at his home in this 
city. A daughter, Miss Anna Murarik, 
who was in business with him, died last 
July 7. Mr. Murarik is survived by a 
son, a daughter and a step-brother. 
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T. W. GARDINER COMPANY - LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 








turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 


Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 


thentic service at all times. 
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Classigped andl Ward Af’ 





SALESMAN WANTED 


BUSINESS OPPORTUNITY 


LINE WANTED 








SALESMEN WANTED 


Salesmen: With following to carry the 
strongest specialty featured cushion line of 
men and women’s Goodyear Welts. Terri- 
tories: Texas, Louisiana, Mississippi, Ar- 
kansas, and Alabama, also Indiana, Illinois, 
and Missouri. 
All ovine earried in stock. 

ROHN SHOE MANUFACTURING CO. 
512 W. Florida St. Milwaukee, 








Salesman to carry the fastest selling 
line of ladies’ high style instock shoes 
to retail from $2.00 to $4.00 for West 
Virginia. 
GROVES SHOE COMPANY 
313 West Monroe Street 





CHICAGO, ILLINOIS 








SALESMAN wanted—for a factory making 
Growing Girls’ and Misses’ McKays, Ameri- 
can Welts, Stitchdowns and prewelts. Strictl 
commission basis. No side line men wanted. 
Address E-988, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn. big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








WANTED TO PURCHASE 








CASH FOR BRANDED SHOES 


Men's, Women’s—Faetory or Retail 
Wanted: Red Cross, Florsheim, Arch Preserver, 
Enna Jettick, ete., Nunn-Bush, Bos- 
tonian, Walk-Over, ete. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephone WORTH 2-5180, 5181 








ALESMAN—Experienced, with established 

following for State of Ohio to carry our 
Brockton made men’s welts and “a lines 
of women’s novelty sport type McKays and 
Welts. In applying give references, age and 
revious experience. IAMOND SHOE COM- 
ANY, 139 Duane Street, New York, N. Y. 





HELP WANTED 


WANTED Factory Manager. A high grade 
Sbicca factory desires a man with complete 
knowledge of production. Cost and complete fac- 
tory operation. Address F-101, care Boot & Shoe 
read 239 West 39th Street, New York, 








POSITION WANTED 


YOUNG man, 31, with 10 years’ knowledge of 
every phase of shoe retailing, desires position 
with progressive shoe firm. Expert foot-fitter. 
Excellent references. Address E-999,.care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y 








FOR SALE 


SHOE STORE for sale, family shoe store in 
“ Northern New York town of 30,000 popula- 
tion. Good clean stock 100% of a nationally 
known brand. Excellent equipment includin; 
practically new X-ray machine, well located, 
modern front, lease can be renewed at reasonable 
rental, substantial discount, real opportunity for 
live shoe man with $4,000 to $5,000 cash. Non- 
resident cwner has other interests, address Lee 
Cochran, No. 91 Public Square, Watertown, 
New York. 








A LIVE EXECUTIVE 
and 


SALES PRODUCER 
Available 


I am seeking a number of established, well 
recognized lines the allied shoe fleld to 
represent in the New England territory in a 
selling capacity, on a straight commission 
basis. 

Backed by more than 17 years’ experience in 
the development of rubber and fibre products 
for the shoe manufacturing and findings 
trade, I can produce for you a real profit 
through increased sales if you have a worth- 
while product which merits the consideration 
of the trade. 

While I am open to an executive position, 
for which I can furnish evidence of complete 
satisfaction backed by successful experience 
and results obtained in the past, would 
welcome an opportunity to sell and prove my 
ability to create new sales records for your 
organization. 


Address E-998, Care 
BOOT AND SHOE RECORDER 
140 Federal Street 
Boston, Mass. 














WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’”’ 


Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 

















Old Store Remodeled 


STocKTON, CALIF.— Peckler & Gio- 
vanessi, who have been in the retail 
shoe business here for 26 years, have 
just completed improvements to their 
store at 523 East Main Street, at a 
cost of $5,0C0. Display windows have 
been enlarged and redesigned and two 
new display counters installed. The 
firm consists of E. H. Peckler and F. 
Giovanessi. 





I KNOW Michigan . .. Michigan knows me. 
I’ve combed the state for the past nine years, 
selling the best accounts. I can be of great 
use to a maker of $2.00 and $3.00 women’s 
novelty shoes. I’m married, American, have 
traveled 17 years for two concerns. I’m em- 
ployed now but desire a change for personal 
reasons. Have you the novelty line I want? 
Address E-995, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





ACIFIC COAST REPRESENTATIVE. Ex- 

perienced sales man who has successfully cov- 
ered Western territory from Denver to the 
Coast for the past several years is desirous of 
securing a reputable line of shoes for the coming 
season. Has always sold better quality mer- 
chandise; has a good following with the best 
stores and has always produced satisfactory re- 
sults. Good habits, ambitious and aggressive, 
best of references furnished. For further de- 
tails. Address F-100, care Boot & Shoe Recorder, 
239 W. 39th Street, New York, N. Y. 





EXPERIENCED Traveling Shoe Salesman, 
resident of Baltimore, is open for Children’s 
Goodyear Welt, Manufacturer’s line of my. 
reasonably priced; also line of Ladies’ Novelty 
Boudoir Sip . for Baltimore and the South. 
Address, with details, E-997, care Boot & Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





SALESMAN—sold men’s shoes for 18 years to 
best retailers in New York City and vicinity— 
desires connection with reliable factory. E. 
Baff, 300 E. 204th St., Bronx, N 





mum charge, 75 cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
(> Advertisements for this page must be in our New York office on Friday of the week preceding publication. “eg 
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MERCHANTS’ NEEDS 


PREVENT LOST SALES! 


THERE is a way and a proven way 
to give all customers (even the hard- 
to-fit) shoes that fit perfectly and 
comfortably. It’s a way that’s now 
used by thousands of wide-awake 
‘retailers who enthusiastically en- 
dorse it. It consists in reshaping 
shoes to conform to the individual 
foot. It’s so simple that any of your 
employees can use it. Inexpensive 


| MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








Patent Warning Notice 


We desire to notify all retail shoe stores that we are the owner of United States 
Lasers Patent Number 2,028,321, dated January 21, 1936, for shoe Re-Shaping 
vice 


It has been brought to our aitention that various retail shoe stores have been 
purchasing shoe reshaping appliances which constitute an infringement upon 
the aforesaid Letters Patent, and the purpose of this notice is to notify all retail 
shoe stores that by purchasing or using shoe re-shaping appliances which in- 
fringe the aforesaid Letters Patent they are rendering themselves liable to us for 
infringement of the aforesaid Letters Patent and an accounting for the damages 
we have sustained and the profits they have made by reason of their use of the 
infringing appliances. 

We intend to vigorously prosecute all manufacturers or retail shoe stores manu- 
facturing or — shoe re-shaping appliances which infringe our said patent, and 
we warn the trade against incurring liability by purchasing or using such in- 
fringing devices. 


DUNDE SHOE RESHAPING DEVICES, INC. 





ROOM 1811, 209 S. STATE STREET 


CHICAGO, ILLINOIS 








Hahn Stores Celebrate 
60th Anniversary 


BALTIMORE, Mp. — The Baltimore 
branch of Hahn’s Shoe Shop, operated 
at 37 West Lexington Street, for many 
years a factor in the exclusive retail 
shoe field of the Monumental city, has 
joined the group of four Hahn’s Shoe 
Shops in Washington, D. C., in observ- 
ing the Sixtieth Anniversary of the 
concern. The occasion marks the suc- 
cessful merchandising of footwear, ex- 
clusively for sixty years. For this 
occasion more than forty thousand 
pairs of shoes, representing about two 
hundred thousand dollars stock of 
quality shoes for which the Hahn or- 
ganization is noted, are being offered 
at special anniversary prices as ap- 
preciation of the valued patronage in 
Baltimore and Washington and as an 
invitation to hosts of others to be- 
come acquanited with Hahn _ shoes, 
Hahn policies, Hahn service, etc., which 
has made the Hahn shoe organization a 
prominent figure and factor in the ex- 
clusive retail shoe field of the two cities. 
The four Hahn stores in Washington 
alone are offering 38,000 pairs of shoes 
representing $185,000 worth of foot- 
wear, the remainder is being offered in 
the Baltimore unit of the concern. 

The anniversary observance recalls 
the modest beginning of the late Wil- 
liam Hahn, when he opened his first 
shoe enterprise in 1876 at 1922 Penn- 
sylvania Avenue, Washington. With 
characteristic thoroughness the foun- 
der of this now nationally recognized 
firm at the very outset insured its 
continued success by laying down the 
cardinal principles upon which it has 
grown and prospered, namely reliabil- 
ity, quality, service and fair dealing. 
He impressed them on the brothers, 
Morris and S. Fred Hahn, who joined 
him in a co-partnership. He drilled 
them into his sons and grandsons who 
are today carrying on the business. 


The first little store found immedi- 
ate favor and within a few years other 
stores were opened on Pennsylvania 
Avenue, Southeast, and at 726 Seventh 
Street, N.W. The latter grew so rap- 
idly that it was soon moved to larger 
quarters next to the corner of Seventh 
and K Streets. More and more people 
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RACE SEASON 


down here in Maryland 


They're off! And after the race you'll 
find the gay crowd reliving the Sport 


to operate, too. Write for details or 
grasp this— 


SPECIAL 
Combination 
Offer 
Machine and Han 
Iron, Complete, $35. 
F.0.B. Lynn, Mass. 


DUNDE RESHAPING 
DEVICES 


Republic Building, 
209 South State St. 
Chicago, Ill. 








of Kings at the Lord Baltimore—cen- 
ter cf Baltimore’s social and business 
activities. 700 rooms, each with bath 
and shower: Cocktail Lounge, three 
restaurants, supper club. Come for 
the races. Rates from $3 to $6 single. 





wanted Hahn’s shoes so the building 
on the corner was purchased and a 
spacious new building, with the present 
clock tower, was constructed. Later 
other stores were opened in the na- 
tion’s capital city as well as in Balti- 
more. 

William Hahn, the founder, lived 
to see his modestly begun business 
grow into one of the country’s most 
substantial retail shoe enterprises. His 
innate honesty and dynamic energy 


today live in the progressive spirit 
that inspires the present Hahn organi- 
zation, numbering over 200 employees. 


Joseph Miller Opens Store 


NorFoLtkK, Va.—Joseph Miller, well 
known in shoe repair circles of the city, 
has accepted the agency here for the 
Health Spot Shoes and has opened a re- 
tail store on Tazewell street in the 
Colonial Theater building. Mr. Miller 
is a graduate of the Orthopedic Insti- 
tute and is qualified to give expert ad- 
vice upon fitting. 


Good Increase in 


Children's Shoes 


Worcester, Mass.—The children’s 
and growing girls’ shoe business at 
Barnard, Sumner & Putnam Co. de- 
partment store has been graded up 
and increased in volume, according to 
Fred L. Thomas. 

Volume in children’s shoes has 
jumped approximately 40 per cent dur- 
ing the past year with a grading up 
of prices, along with some successful 
sale promotions. 
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Shoe Fitting Class in Philadelphia 


On Tuesday evening, October 5, 1936, 
a class in shoe-fitting opened in the 
William Penn High School, Philadel- 
phia, under the guidance of Sidney 
Polis, with fifty-three shoe clerks as 
utudents. Ten of these students are 
women and forty-three men. They 
work daily in Philadelphia shoe stores, 
but have enrolled in the initial shoe- 
fitting class for ten consecutive Tues- 
day evenings’ instruction. Members of 
the Retail Shoe Clerks Association form 
the nucleus of the class, but they are 
not the only members, as shoe clerks 
throughout the vicinity are invited to 
attend. Samuel Levin, a pupil of the 
class and an official of the Association 
said, “The Retail Clerks Association is 
interested in the class for a number of 
reasons, but particularly because it will 
increase public confidence in the shoe 
clerk’s judgment, The customer will be 
more willing to accept the verdict of 
the clerk as to whether or not a shoe 
fits him, and as to what type of shoe he 
should wear, if he knows that the man 
who is waiting on him has been scien- 
tificaliy trained.” 

Sidney Polis is well qualified by ex- 
perience and study to conduct such a 
class, having started at the age of 
sixteen as a cobbler in a quick-repair 
shop in central Philadelphia and worked 
his way through Temple University to 
a Bachelor of Science degree. His ex- 
perience as a cobbler convinced him 
that many people suffered from poorly 
fitted shoes, which affected their com- 
fort, their nerves, and in some cases, 
their health. His solution for this was 
to establish a class in shoe fitting for 
those engaged in that trade, combining 
the knowledge he had gained as a 
cobbler and at college to convince the 
Board of Education that he was quali- 
fied to teach this much needed art. He 
was named instructor at a satisfactory 
salary to conduct the free classes. 

Mr. Polis will use charts and por- 
tions of the human skeleton to dem- 
onstrate his ideas to his class. His 
plan of study will bear on the inter- 
dependence of foot and body, the anat- 
omy of the foot, the arches of the foot 
and abnormalities, types of shoes, dif- 
ferent grades of leather, methods of 
tanning, and ethics and responsibility 
to the customer. Each of his pupils is 
given a motto which must be memorized: 
“May I unfailingly remember that a 
finely made shoe is meant to be the 
home of happy toes; that on my judg- 
ment and my responsibility rests the 
dispositions, business success, perhaps 
the health and very lives of those who 
sit before me at the fitting stool.” 


E. T. Weisner Promoted 


ALIquipPa, Pa.—E. T. Weisner, man- 
ager of the Kinney Shoe Store here for 
the last seven years, was promoted to 
the management of the firm’s store in 
New Castle, Pa., one of the chain’s 
oldest stores. G. R. Chellew was trans- 
ferred from Harrisburg to succeed Mr. 
Weisner here. 
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# Buying Guide 


BOOTS AND SHOES 





AIR-ODGIIC . SHIGE: Gir Desc IBN 5 Fasc sc cdc ce ws cece gee kopveseecneéa 4 
BROOKS SHOE MFG. CO., Philadelphia, Pa............ ccc cee cece cece eceeceeees 60 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass............0cce eee cee eee eeees 58 
COLT-GROMWELL CGR, Now FOr Ay, ooo. cic costes cccscnccnsesscensvcesccon 62 
CONNELL, J. M., SHOE .CO., S. Braintree, Mass... 0.2... ccc cece ce ccc scnccccccce 62 
BLADE FS. Geelree Me ements: 0. sa io ek Set ee Ai ccc ca wee ve obese 60 
ENDICOTT-JOHNSON CORP., Endicott, N. Y........ ccc eee ce eee e ee ceeeeceeeees 6, 7 
CRCeeney MUU I BR sec coe cc ccceevetbecdeocedacsesneces -” 42 
HANNAHSONS SHOE CO., Haverhill, Mass............2cccccccccccccccccccsccees 47 
HOGD RUM Ss etn, Wales aos ook a ce eek Cece cce ccc dec dea det ects 36 
JOHANSEN BROS. SHOE CO., St. Louis, Mo... ........cccccccccccccccceccdecens 34, 35 
JUSTIN, H. J., & SONS, INC., Fort Worth, Texas... 0.0... ccc cc ccc ccc cc ccc ccc cece 33 
SUVETULE SUUGNS Crts St. LOUIS, WAGs 6 occu bin eS SR ss oe h's dae ean'e 05 bees aiedadte 49 
IREIEEIARL BOOT Cre Gotinka, Neb... oo 5 iceic doce cecces veick clded cee celccies sec 62 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind..............0.000- 10, 11 
SU ts CII NUTS. og cn bude cade so.cccccccdepeaceteadeseescece 58 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass........... 2... cee eee eee eee eens 58 
AUS I, CI Tain iw ccc ros cc ccccccctceacstcceccccccces 5 
NUNN, BUSH SHOE CO., Milwaukee, Wis... 2.0.22... 2c cece eee cece eee ees 3rd Cover 
rE Co oak a ai bc ore ceed Case bbcik oeice bok 60 
PETERS, Branch of Int. INL POE OES, AGS “a so's 05a 5053 Ci ebies bacaeieseecde 38, 39 
ROHN SHOE MFG. CO., Milwaukee, NL ce bin'y: chs 6 WUT RENN ha Co 6b OR as OOS 
ROVICK THEATRICAL SHOE Ce MS acess eek beg he ebrewcaenet Ha 64 
Es ae Goma NO, PUI 5... 5 4 ne bo Sage! we sco cep eas Gwe Ve ceruidare 62 
SAWYER, R. & INC., PMR Nes oe Haig Sinikcavaid nto 2 a:kideas ie ORS Oise ive NE Hrn ok 58 
THOMPSON BROS. SHOE CO., Brockton, Mass............-cccecccccecceceuceees 51 
UNITED STATES RUBBER PRODUCTS, INC., New York City................. Front Cover 
VARIAN Treen tos, Wim, Maeh. 5 o.oo icc ccc cc ccc ccc ccc nccctecsee 64 
Oe Pe Wa I , OIL, Ooo civic chs ccccleccacekc cadena vencdce 29 
LEATHER AND OTHER MATERIALS 
ALAIED: KID Gi. Baten ane Now Vork Cie aii ses cies casas etches va sac cnenie 1 
AMERICAN HIDE & LEATHER CO., Boston, Mass..............ccceeececcceeeceecs 4| 
Cee. FHRDUTOTEIE: COU, -ONOR, NOOR. 6c w 6.c.0.5g cece pbscatieedivceoacecascecrt 8, 9 
GWUPEAIWED WAL VOIE Cs, DOTON, WAGES... ccs ci cc cccceccacsccsseccocscsces 55 
a ee ne ee ns Cr I Bo rcs kk Swe cus dedec cc pos Sbebabeccuecd 45, 46 
GOODYEAR TIRE & RUBBER CO., Akron, O...... 0... cece cece cee seeceececceuees 27 
LAWRENCE, A. C., LEATHER CO., Peabody, Mass..............c cece eee ec cece cece 54 
RE i: Be oi Morr UO. LOR IY. 5's. 6. dicick BBUS AU Geis ois. bee ald een’ 2,3 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis............ cc. cee ce ceeees 2nd Cover 
See Pere ee eg TOON IN, ies a cciac wnsiacwhaees card awd Rd iota Caaibie Seweuay'e 43 
HOSIERY 
SCHUYLKILL VALLEY MILLS, Spring City, Po.......0.00ccscceseecceseesesceseees 57 
STORE EQUIPMENT AND ACCESSORIES 
ADRIAN X-RAY SHOE FITTER, INC., Milwaukee, Wis.............. 000.0000 ee eeee 64 
DUNDE SHOE RESHAPING DEVICES, INC., Chicago, Ill................. fee toe Pte 69 
fg OS OSES Be SS Ra ER IP ied Ne Diet ae he Ae Sa ree 63 
I PIs CaP SOOO, Bsa viooic.vig os oc bbbe Oi ccis CFEC es Ge blewe bes Vbek lowed 59 
SCOTT FOOT APPLIANCE CO., Omaha, Neb............. ccc ccc eeccccccceccecees 56 
ree Pee I TO V5 ck ws so wierd ceed bok OSTA IS FoR UE alae Die 61 
ST SU: PTET. Pt INI. os oi ccwek bce RRC OO NG HE CUS ee bb eiebe co eeas 48 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
COMPO SHOE MACHINERY CORP., Boston, Mass............cccccecceceecceees 14 
DU PONT VISCOLOID CO., New York MGIOYs Sb ida Bw 6 Visi eis SERV Rd a OES RY 52 
UNITED LAST COMPANY, Boston, Nii sis 5 isis iti eeeae aes oe ees 66, 67 
UNITED SHOE MACHINERY CORP., Boston, Mass..............000eeee 50, Back Cover 
MISCELLANEOUS 
MERIC AN WHERELY APlaw Nori Sothys iis 6. ihc ne cele cle dovestecuseas cadacdecctiiocs 37 
BARIS SHOE COMPANY, New York City. ........... ccc cee cece cece cece cece 68 
HOTEL LORD BALTIMORE, Baltimore, Md.............. ccc ccc cccccccecceccceece 69 
HOTEL PHILADELPHIAN, Philadelphia,.Pa..... 2... cc ccc ccc ccc ces ecccccsecs 65 
IRVIN RUBIN, New York _ Meaeaipig BARI PU pte ital Sl ish Gk a OB RR CR pp 68 
KIRSCH-BLACHER Eg Seay NOU NOUR NCI fo oe a Fe cow cs cs ce tee cee ee “68 
MARBRIDGE BUILDING, New She ERE ey Pree eae ee ont Tee rT Pepe RE 65 
RAILWAY EXPRESS AGENCY ..... 2.00 ccc ccc cc cece ccc cence cecccceeeces 44 
68 
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PATENTED 


SEAMLESS 
QUARTER 








U. S. PATENT NO. 1,885,598 






It is an outstanding 


MERCHANDISING FEATURE 
Patented and Advertised by us in 1931 






The natural curves of the heel of youngsters’ feet find their 
true counterpart in the seamless quarters of Kali-sten-iks shoes. 
The art of correctly shaping and heel-seating this one piece of 
leather around the heel is one of the contributions of Al Gilbert, 
founder of The Gilbert Shoe Company, to the art of better 
shoemaking. It was recognized as such by award of U. S. 
Patent No. 1,885,598. 


Mothers of vigorous youngsters find this feature one less item 
of repair, for there is no seam to rip. Other inbuilt features 
of Kali-sten-iks are all backed up with the best of quality mate- 
rials. Finely made and also finely styled! For the stores wishing 
a business building leader, Kali-sten-iks are a real Capital 
Asset. Feel free to write us. 


The Gilbert Shoe Co., Thiensville, Wis. 


New York: 541 Marbridge Bldg. 









ANT Sy 
ms qo Sy, 




























Los Angeles: Hayward Hotel 









KEEP GOOD FEET HEALTHY WITH 








Vol. CX No. 11, BOOT AND SHOE RECORDER, published every Saturday by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. Entered as second class 
matter November 23, 1932, at the Post Office in Philadelphia under Act of March 3, 1879. Subscription price $3. 00 per year. Printed in U. S. A. 















Page 2 


BOOT AND SHOE RECORDER, November 14, 1936 








Does Sno-Wuite move? Ask those who have tried it. And does SNo-WuHITE 
repeat? Again — ask those who have used it. There are some cases where you 
may squeeze by with an untried, unproved leather. But not with white patent 

-a8 many a manufacturer has learned to his regret. Milius knew the enormous 
possibilities for a white patent that would stand up — in finish, in color, in wear- 
ing qualities. They chose Sno-Wurre because there is no other proved white pat- 
ent. Be sure you specify it. For southern wear. . . for late spring. . . for summer 
... GO SNO-WHITE . .. and Go Ahead! Colonial Tanning Co., Boston, Mass. 






|—6CO LGN IAL 
jot the Best Fatent Leather Shoes 
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but Spaulding Counters give him happy heels 


A steady hand calls for steady, comfortable, well- 
heeled feet. And no one knows and appreci- 
ates better than a barber, the perfect fit and 
satisfying comfort of heels with Spaulding Count- 
ers—that never bulge or sag. These superior 
counters are an asset to any pair of shoes and the 
person who wears them. They are literally 
custom-built—in rights and lefts—to the exact 
measurements of the shoe last. Custom-sized . . . 
straight backseams . . . trim vamps and quarters 
for the entire life of the shoe. These are just a 
few of the reasons why your customers prefer 
shoes with Spaulding Counters—and why it will 


pay you to supply them. 


PAULDING 


Counters 


“Made tn North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS $O MUCH. . . AND COSTS $O LITTLE 


When writing advertisers please mention Boot and Shoe Recorder 











ENDICOTT -JOHNSON 
}). / VA 
PTUCUCt 


1122—Men's Black Elk, 18 inch 
blucher, wide backstay, double 
oak sole, leather heels. Sizes 

























1123—Same in Tan Elk. 


1136—Men's Eskimo Calf, 16 
» inch blucher welt, leather vamp 
lined, grain gusset, strap and 
buckle, wide backstay, outside 
counter pocket, leather caulk 
welt, double oak sole, leather 
heel, all leather, Goodyear 
Welt. Sizes 5/12 ...... $4.85 


1137—Same in 18 inch pat- 
tern. Sizes 7/12 ...... $5.15 


78—Men's Cherry Elk, 16 inch 
blucher, wide backstay, grain insole, 
oak middlesole, no-mark outsole, 
rubber heel, nailed construction. 


NE 6 5 SR ev $2.95 


Every Active Outdoor Man Needs 


A Pair of 
Enpicott JOHNSON 
Hi-Cuts 


Sportsmen, Farmers, Workers, young or old, like the 
great outdoors and they are all potential customers for 
Endicott Johnson Hi-Cuts. 


There are so many good features in these rugged boots 
that its hard to say which appeals most. Sturdy for 
brushland, field or swamp—comfortable and good fitting, 
making miles of rough tramping a real pleasure—they 
are recognized as the standard of quality for this type 
of footwear. 


The men in your locality are your potential customers for 
these fine boots, and a display now will attract instant at- 
tention and bring you extra business. 


Send in your order today; they're In-Stock ready to ship. 


65—Men's black 15 inch blucher, 34 576—Boys' Black Elk, I! inch blucher, 582—Boys' Cherry Elk, 12 inch 


double oak sole, grain inner, leather 
heel, nailed construction. Sizes 6/12. 
$2.85 


strap and buckle, no-mark outsole, 


composition middlesole, rubber heel, 


caulk welt, nailed construction. Sizes 


blucher, double sole to heel, oak 
middlesole, no-mark outsole, nailed 
construction. Sizes |1/6..... $2.27! 


Tere AS: ae $2.05 


576!/.—Same in Little Gents’. Sizes 
C/E Onna pr | c. 


ST. LOUIS, MO. 
N&W YORK CITY 


ENDICOTT, NY 
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SABEL’S CORRECTIVE SHOES 


sABEL's 


NOW IN-STOCK 


A complete line of these famous shoes for Men, Women and Children, 
that meets the demands of Orthopaedic surgeons and the general medical 
field throughout the country. Thirty numbers altogether in stock. 











MEN’S WOMEN’S 
STYLE 664 STYLE 191 
Franklin Last TYPICAL Bernice Last 
Black Kid Ox. Blk. Kid Seam- 
Long Counter. SABEL less Ox. Lon; 


Steel Shank. 





CORRECTIVE 
SHOES 
READY 

TO SHIP 


Mr. I. Sabel has spent many years developing and perfecting this line of corrective 
shoes with the co-operation of Thompson Bros. Shoe Co., in whose plant they are 
built exclusively. He has now, for the first time, made it possible for you to have 
the benefit of this valuable franchise in your locality for the sale of these high grade 
orthopaedic shoes. All carry the Sabel trademark name, guaranteeing the same con- 
struction and quality throughout that has made these shoes famous. 


CLUB FOOT 
Patented 





_SURGICAL 


Infants’, Child’ EXACTLY AS 
rr. CARRIED BY 
SABEL’S 
PHILADELPHIA 
PITTSBURGH 
CHICAGO 
SHOPS 





Growing Girls Boys Men’s Infante’, Child’s, M +, Boys’ 


Write for complete catalog and full details of our agency plan covering franchise for your locality. 


EXCLUSIVE ea BROS .SHOE (0' MAKERS 


; FINE SHOEMAKERS 
BROCKTON 
Des MASS. ee ia 


Over Fifty-five Years of Built-In Quality Behind Every Pair 
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THERE’S EXTRA 
| WINTER PROFIT 
IN SPORTS 
FOOTWEAR 


To footwear merchants who are alert to the 
owing interest in Winter sports, the Ball-Band 
ine for Fall and Winter offers the last word in 
comfort, in quality and in special features that 
appeal to sportsmen. 
Sports footwear users are the most critical foot- 
wear buyers in the land. That's why this better 
Ball-Band sports footwear is so popular with 
em. That's the reason, too, why it pays to 
sell Ball-Band sports footwear—all made in the 
Ball-Band Plant in Mishawaka. It offers you 
an opportunity to increase winter profits and at 
the same time attract new customers. Write 
for full information. 


Mishawaka Rubber & Woolen Mfg. Co. 
280 Water Street Mishawaka, Indiana 
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TRADE MARK 


Over 165,000,000 pairs of COMPO 
shoes have been made and sold 
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STOP THEM, 


And Bring Them In with a 


PITTCO Store Front does two 

important selling jobs for you. 
It stops passers-by . . . makes them 
look at your windows. And it pro- 
vides such an attractive setting for 
your displays that it is a powerful 
influence in bringing these window 
shoppers into your store . . . where 
you can sell them shoes. The result 
is better business. More customers. 


Higher unit sales. New vitality in 
profit figures. 

If you are interested in widening 
your trading area, drawing new and 
better customers, boosting profits, 
let us send you our book which 
shows how other merchants have 
done it . .. with Pittco-remodeling. 
The coupon below will bring you 
this book . .. free. And when you 


Pittco 


Store Front 


Here is a shoe store in Detroit, Mich., 
ame to passing prospects, inviting 
their business with a new Pittco Store 
Front. Comparethe“before”’and“after”’ 
Lee gg 9 of this property and see 
what a difference a Pittco Front can 
make. Why not make your store in- 
dividual by Pittco remodeling? 


PITTSBURGH 
TIME PAYMENT PLAN 


Take up to 2 years to pay for your new 
Pittco Front. Make a 20% down pay- 
ment, then pay the balance out of in- 
come... at low F. H. A. rates. 


remodel, remember that our staff of 
store front experts will gladly co- 
operate with you and your architect 
in planning a Pittco Front exactly 
suited to your needs. 


Listen to “The Music You Love” rendered by the Pitts- 
burgh Symphony Orchestra and distinguished guest artists 
every Sunday from 2 to 2:45 P, M., E.S.T.. over Colum- 


bia Network and associated stations. 


Pittsburgh Plate Glass Company, 
2367B Grant Bldg., Pittsburgh, Pa. 

Please send me, without obligation, your new 
book entitled “‘How Modern Store Fronts Work 
Profit Magic.” 


: Tam C0 am not 0 interested in the Pittsburgh 
: Time Payment Plan. H 
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The Celastic Box Toe — where the 

mand of the stylist becomes the 
satisfaction of the wearer. Celas- 
tic accurately reproduces the lines 
of the last and insures toe com- 
fort through the elimination of 
wrinkled linings. 


fi 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 











TRADE MARK 


IMBEL'S, Mandel's, Bailey's, Hale Brothers, your LOCAL a" 
Frank & Seder, Block & Kuhl... names like NEWSPAPER ADS / 

OVER MY NAME 

PROVED VERY 

SUCCESSFUL 


these stand for successful merchandising. And 
firms like these, from coast to coast and border 
to border, are heading the great Stylizer parade! 


Unknown less than a year ago, the Stylizer Manikin 
Model line, today, is one of the important factors iat 
in the shoe business. Leaders in style, leaders in — 


comfort features, far in front in advertising and tel New Yorker 
Rooms 3232-33 


merchandising cooperation—the Stylizer plan has Dec. 6-7-8.9 
received nation-wide approval. 


Wute Your Ou Ticket [ 


Our flexible six-point profit plan, which in- 
cludes local newspaper advertising over your 
name, builds solidly for profitable volume and 
enables you to “write your own ticket." 
Exclusive representation in your city may still 
be available. Our representatives are now in 
their territories. Write or wire for the Stylizer 
preview profit story. Saunr------.----° 








STIX - ALTMAN- WEINER Inc. 


CTINCINNA ATI OHIO 
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THE PICCADILLY: S-609, in brown Norwegian calf; S-608, in black 


Listen! Skeptics! Listen! 


There are still retailers who feel that fine footwear cannot be sold in their town . . . 
others who sell quality shoes half-heartedly because they believe they can’t be 
moved in volume. And yet, we have repeatedly said that Florsheims will sell 
_ anywhere .. . that there are men in every community who want “the extra wear 
of a second pair.”’ Lots of evidence is available for those who want it . . . here are 
the exact words of a man who was formerly a skeptic: “Until our actual experience 
in selling Florsheim shoes, I would never have believed there were so many men 
here who wanted them.” You merchants who live in communities not served with 
a Florsheim dealer have an opportunity to get additional volume and profit that 
should not longer be overlooked. We would be glad to have our representative 


call if you will drop us a line. 


TO RETAIL AT $975 AND *10 


_ THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY @ Manufacturers @ CHICAGO 
When writing advertisers please mention Boot and Shoe Recorder 








